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Jefferson Type 727 
with electrode 
housings in hang- 
ing position. Ex- 
tra brackets for 
floor mounting are 
supplied. Type 726 
same except has 
high tension ca- 
bles and hanging 
brackets only. 


Underwriters 
Inspection 


Label 
on All JEFFERSON ‘i Indoor Type 


Transformers - - for Your Protection 





“Series 


727” 











You get the protection of 
Underwriters’ Laboratories In- 
spection service when you 
select any Jefferson “‘Series 
727° Indoor Model Trans- 
former. Look for the label on 
the case. It means guaranteed 
protection on indoor installa- 
tions, freedom from question- 
ing by inspection authorities. 

All No. 727 types have built- 
in electrode housings — pull 
chain switch, attachment cord 
with provision for grounding— 
in fact every convenience for 
speedy installation. And the 
rich brown, art-lacquer finish 


gives a Jefferson the necessary 
beauty for attractive, sales- 
building displays. 


For indoor installations 
where high-tension cable con- 
nections are desirable, Jefferson 
“Series 726°’ transformers fill 
every need. Except for con- 
nections they are identical with 
“Series 727,"’ and are listed as 
standard by the Underwriters’ 
Laboratories. 


Write for Catalog Sheet No. 
35LT covering models for 
every installation condition— 
outdoors or indoors. 


JEFFERSON ELECTRIC COMPANY 
BELLWOOD (Suburb of Chicago) ILLINOIS 


Thin Models--for Close Quarters 





dependability, and long life. 











Model No. 725-221 (shown above) extremely 
narrow—only 2% inches. It is typical of all 
Jefferson thin models. They offer installation 
conveniences deserving your preference. And, 
of course, they are typically Jefferson in quality, 


Luminous lube 
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We designed 





With all these features, Blue Label Switches—in the standard black 
finish — cost no more than other switches of the same capacities. 
For a few cents more, all of the 3-ampere switches are available in 
attractive bronze finish. Your customers will prefer it because it lends 


an added appearance of quality and workmanship to your jobs. 


Your nearest Square D distributor will have a convenient display of 
this new line starting March 13th. Drop in and see them. If you havea 


job up right away, make a special trip. It will be well worth your while. 





SQUARE J] COMPANY 


SLEGTRICR & 
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SWITCH AND PANEL DIVISION 
6060 RIVARO ST. DETROIT, MICH. 


the Blue Label Switch Line 


to get business 
for you! 


The main idea behind the development of the 
Blue Label Line of 30 and 60-ampere, Rotor Disc 
Switches was to give you a device that would 
add value to your jobs at no added cost to you. 
Do not miss the opportunity which this new line 
provides. It assures your customers a neater, 
more compact job. It wiil increase their satisfac- 
tion and insure their continued patronage. 

The Rotor Disc, an exclusive Square D design, is 
an entirely new type of switch mechanism, per- 
mitting exceptionally compact construction. For 
instance, the 30-ampere, 2-pole, solid Neutral 
switch is only 5% inches long, 3% inches wide 
and 2% inches deep. Compare this with cor- 
responding switches. 

In addition to its compactness, the Rotor Disc 
Mechanism gives you front operation, permitting 
mounting of the switch in places where larger, 
side operated types would not fit. 

With the exception of the 30-ampere, 2-pole, 
solid neutral size, Blue Label switches are made 


with top end walls equipped with standardized 


meter twistouts. 






































Adequacy 

















N presenting this month an issue devoted 
to the promotion of adequate wiring for 
houses the publishers of ELEcTRICAL Con- 

TRACTING are but making a start in their 
campaign to secure coordinated industry 
thinking and action. Unless some way is 
found to increase the amount of wiring in 
both old and new homes the contracting, 
wholesaling and wiring supply manufac- 
turing business will continue to suffer, 
while the appliance and utility groups will 
be deprived of an opportunity to increase 
their businesses. 


Furthermore, we must start selling ade- 
quate wiring some time, so why not now? 
The effects of such sales programs are sel- 
dom immediately apparent. It takes time 
to create a public demand. For that reason, 
is it not worthwhile for the industry to 
start creating a demand against the time 
when building starts to pick up? Even if 
the opportunities of the moment are not 
very large, is it not imperative that we take 
steps to assure the electrical industry of a 
greater share of the future building dollar 
than it has ever enjoyed in the past? 














mittee representing all of the na- 

tional electrical associations released 
last September the Industry Standards for 
Adequate Wiring in Residences. These 
standards were followed with specifica- 
tions. 

The work was excellent but what is to 
be done with it? 

The standards, of course, will not sell 
adequate wiring. They are but the starting 
point. On them must be built a sales struc- 
ture. 

Who is going to take the initiative to- 
wards starting that sales structure? And 
when? 

This is a most difficult time, of course, 
to start any sales program, particularly in 
the building field. On the other hand, with 
so little building as there is today, it would 
seem worthwhile to make every job larger. 


AX mit a year of work the joint com- 
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nated selling job on adequate wiring 

it must know what adequate wiring 
means, how it can be sold, what the mar- 
ket is, what it costs. 

ELECTRICAL CONTRACTING will attempt to 
clear the way for adequate wiring promo- 
tion by first clarifying thought within the 
industry. 

For instance, the impression seems to 
prevail that adequate wiring is measured in 
terms of outlets. We have all talked so 
long about increasing the number of outlets 
that we have forgotten that the important 
element is that which is hidden, namely 
service and circuits. 

This issue of ELECTRICAL CONTRACTING 
presents many angles of the problem of 
adequate wiring. In succeeding issues com- 
parative costs from actual field studies will 
be presented as well as some suggestions 
for a plan of marketing. 


R EFORE the industry can do a coordi- 
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f Every needed light or switch 
that’s not there—every conveni- 
ence outlet that’s ‘inconveniently 
absent — every bit of obsolete elec- 
trical work in the homes in your 
vicinity is a missed opportunity. It’s 
a missed opportunity to open up 
what may be a gold mine of profit- 
able remodelling business. And it 
will stay missed, until somebody 
checks up on it. 


Clever contractors are finding 
ways to approach customers— get 
permission to check over electrical 
work. (Suggestion — do it as a free, 
periodical service for your customer). 


Then translate your check-up in- 
to business. Do it by selling the 
home owner on the convenience he 
is missing. Show him that he can buy 
electrical convenience today at prices 
unheard of a few years ago—prices 
lower than they may ever be again... 


The question arises — what points 
should be checked up? This de- 
pends largely on the conditions — 
and on the imagination of the con- 
tractor. Here are a few suggestions: 





attic. Most attics are 
| “Z| toodark andgloomy. 
iS f 
Retr oe fi] switch at the foot of 
the stairs, makes the attic a “part of 


. ° 
Y The pom Start with the 
A ceiling lighting fix- 
ture, operated by a 
the house.” Again, attics frequently 
are heat-traps in summer. An attic 


ventilating fan will help keep the 
whole house cool... keep bedrooms 
comfortable at night. Check up here. 


Y Bedrooms. Check up on bed- 
rooms. Convenience outlets should 
be provided for the electric clock, 
lamps, or radio with extra outlets 
every 6 feet. Also ceiling fixture for 
general lighting with wall switches 
at the door and near the bed. An 
interesting convenience is a wired 
vanity with boudoir lamps and out- 
let for curling iron. 


¥ Bathroom. Every bathroom 
should have"shaving 
lights” —one on each 
iL sideofthemirror.Ap- 
| <= pliance outlets 3 or 4 
; —S feet from the floor 
onl as far from the tub as possible. 
A ceiling fixture — preferably of the 
Sunlamp type. Perhaps, too, a built- 
in electric air heater. 






Y Dining room. Check din- 
ing rooms for ceiling fixture with 
wall switch — bracket lights to lend 
a cheerful, decorative look — con- 
venience outlets for table appli- 
ances, vacuum cleaner. 


vy Living room. See that liv- 
ing rooms or libra- 
ries are amply sup- 
plied with lights — 
and with plenty of 
convenience outlets. 
Space them about six feet apart. 





Y Halls and closets. These 


are often neglected. Lights and con- 
venience outlets can often be in- 
stalled to great advantage here. A 
closet light is a modern necessity— 
and may be operated with an auto- 
matic switch. Check here. 


Y Kitchen. No 


part of the home is 
becoming more com- 
pletely electrified 
than the modern : 

kitchen. Check ~<a central- 
ly located, properly designed ceiling 
fixture should be installed. Also am- 
pleoutletsforthekitchen’s many elec- 
trical appliances. And don’t forget a 
window or built-in ventilating fan. 








Y Garage, entrances. The 
garage should have ceiling fixture 
lighting—also a trouble light with a 
long cord. Convenience outlets. A 
yard light controlled by three-way 
switch in garage and house is a dis- 
tinct convenience. Bracket lights 
outside the front entrance make a 
home more attractive. 


° . . 


Contractors! Write us for an inter- 
esting booklet that describes these 


check-up suggestions in more detail. 


GraybaR 


OFFICES IN 75 PRINCIPAL CITIES 
EXECUTIVE OFFICES: GRAYBAR BLDG., N.Y, 
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The boys are peddling a hot one about a fellow we 
all know by the name of Joe, over in St. Clair County, 
Illinois. One day a sick old eagle got the blind staggers 
at 1500 ft. and made a forced landing in Joe’s pasture. 
One of the hands threw his coat over the old warrior 
and brought him to the house. 

Joe tied the eagle to a stump in a spare 
chicken yard and got a kick out of every- 
body flocking to see him. But the poor old 
soul was on his last pegs—wouldn’t eat, 
never moved and took no interest in any- 
thing. 

Now, fighting game roosters is Joe’s 
hobby, and one day he had a few cronies 
over to inspect his latest purchase, a $250 
bird named Blue Steel, a champion and a 
noted killer. It happened that the eagle’s 
yard was next to the exercise pen of the 
new rooster, and when Joe let him out for 
the boys, he saw Old Baldy dozing on his 
stump. Before you could say scram, Blue 
Steel jumped on a barrel and sailed over 
the fence into the eagle’s territory. 

The fellows opined it was a crime to let 
the young battler spear the old cripple, but 
Joe said it would save him a job he didn’t 
relish and that it would be all over in a 
minute and would give him a line on his 
rooster’s action. 


Short and sweet is right! Blue Steel pranced up to 
the eagle, sailed into the air, and sloughed the old boy 
with his right. The invalid opened one eye, looked 
down at the blood on his chest, and let out a Rebel 
Yell that was enough to make your hair stand on end. 
Then he rolled off the stump like a five-ton truck, put 
one foot on the rooster and with a single sweep of his 
other mitt he showered the audience with $250 worth 
of blood and feathers. Then, after gobbling a pound 
or so of fresh meat, he climbed back on his stump and 
went to sleep. I ask you, was Joe’s face red? 

That gamecock reminds me of some of the con- 
tractors who won't stick to their own bailiwick, but per- 
sist in going off the reservation to the detriment of the 
local boys. This type of operator figures they are all 
asleep, so he goes in and takes the first big job they have 
had in years, 

Now it frequently happens that he takes ’em like 
Napoleon took Moscow—reaching home badly licked, 
with the old war chest sadly depleted. There are plenty 
of cases where circumstances or special conditions make 
it ethical and logical to go far afield. But in the main, 
the distant pastures which look so green are very apt 
to prove to be rocky for the outsider. 











An analysis of the 


Adequacy Standards 


N engineering solution of the 
A house wiring problem is pre- 
sented in the Joint Industry 
Conference Adequacy Wiring Stand- 
ards for Residence Buildings. The 
entire electrical industry, through its 
official representatives, has agreed 
upon this set of standards as repre- 
senting the wiring installation needed 
in the home, in order that the occu- 
pants may enjoy the advantages of 
a full utilization of electrical energy. 
The Joint Industry Conference, 
under the chairmanship of A. E. 
Brand, consisted of members official- 
ly delegated by their national associa- 
tions, representing the contractors, 
public utility companies, manufac- 
turers, inspectors, wholesalers, light- 
ing fixture manufacturers, the So- 
ciety for Electrical Development and 
the Illuminating Engineering Society. 
The Standards are intended to 
cover all residential occupancies, both 
single-family and multi-family. They 
include recommendations for outlets, 
switches, branch circuits, provision 
for fixed appliances, services, signal 
systems and public and private tele- 
phone systems. Under each heading 
specific recommendations are made 
first and these are followed by a 
brief discussion and general recom- 
mendations. 

Considerable space is necessarily 
occupied by a complete discussion of 
outlets and switch control. Hereto- 
fore, most of the attention given by 
the industry to house wiring has been 
focused on the question of outlets 
and consequently this feature of ade- 
quate house wiring had been quite 
thoroughly worked out before the 
conference took up its labors, the 
ground having been well covered in 
publications of the Society for Elec- 
trical Development. This part of the 
standards represents a resume of the 
best previous compilations, carefully 
edited and brought up to date and 
arranged in a highly practical form. 
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By Arthur L. Abbott 


For a number of years the indus- 
try has felt the need for a suitable 
method of determining the branch 
circuit capacity needed in dwellings. 
To be satisfactory, such a method 
must fulfill all of the following re- 
quirements : 

1. The method must be simple, 
practical and easily applied. 

2. It must be universally applica- 
ble, i. e., to dwellings of every size 
and type. 

3. It must provide adequate circuit 
capacity for all normal needs of the 
house, regardless of whether few or 
many outlets are installed. 

4. Due regard must be given to 
cost, i. e., the method must not be 
wasteful by providing an excess of 
capacity above reasonable needs. 


Branch Circuits 

Many attempts have been made to 
solve this problem by making the 
number of circuits dependent upon 
the number of outlets installed, but 
no such method can lead to satisfac- 
tory results because in a given house 
the number of outlets installed may 
vary within wide limits, depending 
upon the whim of the owner or 
builder, hence under this plan the 
house may have too few or too many 
circuits. 

The method adopted by the Indus- 
try Conference, in the first place, 
takes full account of the “heavy load 
area” in the house, the rooms or 
spaces where the larger portable ap- 
pliances are most used. This includes 
the kitchen, pantry, dining room, 
breakfast room, and laundry. For 
the supply of convenience outlets and 
the smaller fixed appliances in these 
spaces the standards call for two spe- 
cial appliance circuits of No. 12 wire. 
Should the next edition of the Na- 
tional Electrical Code recognize this 
type of circuit and permit a maxi- 
mum overload protection of 25 amp., 
the standards will provide a maxi- 


mum circuit capacity of 50 amp. at 
115 volts or 5,750 watts for this part 
of the house load. Considering the 
diversity of use, it is practically cer- 
tain that this capacity will prove 
ample to meet the maximum demand 
in any ordinary house equipped with 
portable appliances having a total 
rating of 10 kw., while the cost of 
the two branch circuits certainly can- 
not be considered excessive. 

In a very large home where a large 
amount of equipment will be in- 
stalled and a number of servants 
will be employed, some additional 
circuits may well be provided. 

For all of the lighting in the house 
and all of the receptacle outlets, ex- 
cept those supplied by the required 
two special appliance circuits, the 
standards call for circuit capacity 
based upon an average loading of 2 
watts per sq. ft. and about 1,000 
watts per circuit. This requirement 
is very simply expressed by specify- 
ing one circuit per 500 sq. ft., or 
fraction thereof, of floor area. 

The lighting load, plus the inci- 
dental use of portable appliances out- 
side the “heavy load area”, will very 
seldom amount to as much as 2 watts 
per sq. ft. averaged over the entire 
house. This figure may sometimes 
be exceeded in a living room or sim- 
ilar space but if the circuits are prop- 
erly distributed so that each circuit 
supplies parts of at least two rooms, 
as provided in the standards, it is 
unlikely that the load on any circuit 
will at any time much exceed 1,000 
watts. Since the maximum safe car- 
rying capacity of one circuit is 15 
amp. or 1725 watts (at 115 volts) it 
is evident that an ample margin or 
“factor of safety” is provided. 

This circuit specification fulfills the 
requirement of low cost. It also 
provides sufficient capacity to meet 
all normal needs, so that if the orig- 
inal installation includes only a small 
number of outlets, additional outlets 


Electrical Contracting, March, 1933 





ew a eR Fh icles ae oe inne 


ine © 








UMI 





la das esr ata 


Baa i Ba 


San ae 








can be installed at any time in the 
future without running additional 
circuits. It eliminates the unneces- 
sary expense of providing more cir- 
cuits than are actually needed where 
the outlet layout is unusually com- 
plete, thus instead of penalizing the 
owner for adding outlets, the cost 
per outlet comes down as the number 
of outlets go up. 


Fixed Appliances 

According to the standards, no 
house wiring installation can be con- 
sidered adequate unless it includes 
circuits and service capacity for a 
range, a water heater and an air 
heater in each bath room. 

In localities where, because of the 
lack of range or water heating rates, 
it will be found difficult to sell com- 
plete wiring for these appliances, ef- 
forts should be concentrated on sell- 
ing a service of adequate capacity, 
with the service switch and branch 
circuit distribution center so arranged 
that cutouts can be provided for the 
range and heater at any time in the 
future without replacing or altering 
any of the original equipment. 

The use of built-in air heaters is 
expected to expand considerably. To 
be really effective the ratings needed 
are from 1,200 to 2,000 watts for 
bath rooms and from 2,000 to 5,000 
watts or even higher for larger rooms. 
The cost of the wiring is a small 
item if included in the original in- 
stallation. 

A circuit should always be pro- 
vided for an oil or gas burner or an 
automatic stoker, except in localities 
where heating plants are not needed 
or where a complete electric heating 
system is installed. Other circuits 
may also be needed to supply special 
equipment. 

Service 

The service capacity required is 
computed in two steps: (1) the ca- 
pacity to supply lighting and porta- 
ble appliances and (2) the capacity 
to supply the range, water heater, air 
heaters and other fixed appliances. 
These two are then added together 
to find the total capacity and size of 
service conductors and service switch. 

For the lighting and portable ap- 
pliance portion of the load a rule is 
stated in the standards which pro- 
vides about double the service capac- 
ity required by the National Electri- 
cal Code. This increase over the 
Code requirements is not excessive 
and will only very slightly increase 
the cost of the service, but at the 
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same time will provide ample ca- 
pacity. 

To determine the service capacity 
required for the larger appliances, if 
the full complement of such appli- 
ances is to be installed at once, the 
rating of each appliance should be 
determined in advance and these rat- 
ings should be used in computing the 
required capacity, with certain ex- 
ceptions. A minimum rating of 8,500 
watts is specified for the range, 
though this minimum may be re- 
duced somewhat in the case of very 
small dwellings and apartments. If 
the water heater is so arranged that 
it constitutes an “off-peak” load, it 
may be neglected in computing the 
total. In certain cases a demand fac- 
tor of less than 100 per cent may 
safely be applied to the total wattage. 

Where the appliances are not to be 
installed at once or where for any 
other reason the actual rating of each 
cannot be definitely determined in 
advance, standard minimum ratings 
should be employed in computing the 
service capacity. These standard rat- 
ings should be established by the 
local organization. The rating that 
should be used for the water heater 
will often depend upon the standard 
practice adopted by the local power 


company. 


The Specifications 

As stated in the previous article, 
the Joint Industry Conference has 
prepared a model form for house 
wiring specifications to accompany 
the House Wiring Standards. This 
form is a complete guide to prepar- 
ing the specifications for any house 
wiring installation. 

It is expected that the model form 
will be very commonly used for the 
smaller class of house wiring instal- 
lations and it has accordingly been 
made very simple. The specification 
starts with a brief statement of the 
“general conditions” but including 
only those provisions that are abso- 
lutely essential. It is stated that any 
written acceptance of a proposal to 
do the work in accordance with the 
specifications shall constitute a con- 
tract. 

All of the items of material and 
labor that might be included in a 
house wiring contract are listed, the 
intention being that the specification 
writer shall clearly state the scope of 
the contract by mentioning all the 
items that are to be furnished. The 
types of wiring that may properly 








ls Your Home 
Adequately 
Wired? 


The Industry Standards set 
up new requirements for ade- 
quacy in house wiring and 
judged by these Standards very 
few existing dwellings can be 
considered as adequately wired. 
Viewed in the light of previous 
practice, the following may be 
considered as representing mini- 
mum standards of adequacy. 
The contractor who actually be- 
lieves in the advantages of com- 
plete electric service should be 
living in a house equipped with 
wiring considerably in advance of 
these minimum standards. 


1. Light Outlets. 


An outlet wherever com- 
mon sense dictates one is 
needed. 


2. Convenience Outlets. 


Living room, sun room, li- 
brary or den — outlets so 
spaced that a floor lamp, ta- 
ble lamp or radio can be 
placed in any reasonable loca- 
tion along the wall and con- 
nected by a cord not over 6 
ft. long and not passing 
across any door-way. 

Dining room, kitchen and 
bedrooms—about four in each 
room, properly placed for 
convenient use of appliances. 
Three may be sufficient in a 
small bedroom. 

Breakfast room or nook— 
one at the table. 

At laundry tubs—one. 


3. Switch Control. 


A switch for each ceiling 
outlet in each principal room, 
one for porch outlet, one for 
one basement outlet, four 3- 
ways for first floor and sec- 
ond floor hall outlets, one for 
outlet near head of attic 
stairs, two 3-ways for garage 
if separate from house. 


4. Branch Circuits. 


One per 500 sq. ft. of floor 
area, plus one additional cir- 
cuit. At least 1500 watts cir- 
cuit capacity allowed for 
convenience outlets in kitch- 
en, dining room, breakfast 
room and laundry. 


5. Service. 


Minimum three No. 6 and 
60 amp. switch. Enough 
larger to provide for a range 
and water heater if cooking 
and heating rates are in ef- 
fect. 














be used are merely mentioned and 
no attempt is made to suggest as 
preferable any particular types or 
makes of materials or wiring devices 
or equipment. 

The specifications cover quite fully 
the layout features of the job, i. e., 
the outlets, switches, number of 
branch circuits, circuits for appli- 
ances, distribution center, service 
conductors and service equipment. It 
is not considered practicable to cover 


these items by merely referring in 
the specifications to the standards; 
each should be specified in detail. 
The layout of the outlets and 
switch control always calls for the 
exercise of considerable judgment, 
even though the standards give full 
and explicit recommendations. The 
data can be properly recorded only 
by showing each outlet and switch 
on floor plans and the specifications 
are intended to be accompanied by 





such plans. In the case of fixed ap- 
pliances also the specification writer 
must decide and specify what cir- 
cuits are to be installed and the rat- 
ing of each appliance. 

It is also quite important that the 
specification writer in each case com- 
pute the number of circuits required 
and the service capacity and specify 
these data. Examples of these cal- 
culations are given in both the stand- 
ards and the specification form. 


Promotion First 


N the eyes of the public generally, 

“adequate wiring”, like the resi- 

dence hot water supply, is relative. 
So long as the present installation, 
whatever it may be, serves; why 
change, is the attitude. And anyone 
who has sold knows that such a cus- 
tomer is the most difficult to sell. 
The only one method to get an order 
in that case is to make him dissatis- 
fied with what he has before you 
build up the satisfaction your own 
product will give. 

In such a field there are few 
quick sales. Because houses were 
first wired on a price basis and the 
sales programs were built around 
quick sales is one reason why the 
public has formed distorted ideas 
and habits that are difficult to 
change. If no “3 outlets for $10” 
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By J. H. Van Aernam 


campaign will cause a quick shift 
during normal times, it certainly will 
not these days. 

Modern habits have been formed 
through well planned promotional 
and advertising campaigns, while 
obsolete methods continue through 
the lack of the same influence. Ade- 
quate wiring must be promoted, pa- 
tiently and long, before sales will 
follow—but it can be done. 

Two markets lie before us. Sell- 
ing an adequate wiring system in the 
new house is one. Modernizing an- 
tiquated installations in the old 
home is the other. The actual selling 
tactics in those two markets are 
widely different, but the promotional 
background is identical. Selling, 
broadly speaking, is that of an indi- 


putting 
MAGIC 
into your hands 


vidual locally. Promotion is group 
endeavor, nationally. 

In these days of cut-to-the-bone 
appropriations, it would take cour- 
age to suggest that for a promo- 
tional program a national council, 
bureau or association, with war chest 
funds, be formed. Although it is 
needed to hasten the objective, it 
must be forgotten, for the present, 
and instead a unity of thought and 
coordinated effort should be crystal- 
ized now. 

Whether I am a manufacturer of 
a refrigerator, waffle iron, sunlamp 
or lamp bulb, certainly I am inter- 
ested in adequate wiring and the 
reason is so evident that the state- 
ment need not be qualified. There- 
fore, I should be glad to make a 


Low Cost Posters Can Be Used to Advantage by the Local Trade 
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contribution to speed its acceptance 
if it costs me little. 

It is the opinion of the writer that 
the introduction of the A C radio 
did more to awake in the minds of 
the public the need for convenience 
outlets than any other individual ges- 
ture in the electrical industry. 

Do you remember when A C 
radios were first advertised? The 
receiving set was connected to a con- 
venience outlet in all art work by all 
manufacturers to quickly visualize 
that it was operated electrically? 
Those pictures were a tremendous in- 
fluence. They told an effective story 
for the smart pioneer in radio and 
still another for us—namely, that 
convenience outlets were something 
to be desired and used to get the 
greatest benefits from electric serv- 
ice. 

Perhaps that practice can be re- 
vived along with like advertisements 
on the part of portable lamp and 
appliance manufacturers. Such a 
program would be an effective force. 
This is promotional background 
without expense. 

Not only the art work used in 
national magazines but that of the 
mat service provided for dealers, as 
well as envelope stuffers, window 
displays and the cartons of small 
appliances and Mazda lamps is also 
suggested. To the utility whose 
newspaper advertising is local goes 
the same suggestion. 

The manufacturer of wiring sup- 
plies has made marked improvements 
and they will continue to do so but 
that is a colorless detail to Mr. and 
Mrs. Public and advertising those im- 
provements would be a problem to- 
day. To the wholesaler is left the 
responsibility of selling the contrac- 
tor the respective items in the new 
catalog. To have trade marked 
goods named in architectural specifi- 
cations gets business—when there 
are specifications—but they are few 
and far between these days. 

In other words, to the contractor 
is still left the selling job to create 
a bill of goods for the wholesaler 
to fill from his stock, replenish in 
time by his respective manufactur- 
ers—a sluggish cycle. 

Pardon the bold impudence, but 
would it not be possible for a bill 
poster to be originated for all man- 
ufacturers to use over the name of 
wholesalers, or contractors (as 
shown), which sells the need for 
more adequate wiring through the 
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avenue of the convenience outlet? 
Mass production would keep the ex- 
pense low and shared between manu- 
facturer and wholesaler, including 
locations, would be an advertising 
program that builds business—addi- 
tional promotional background. 
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First Make the Public Dissatisfied 


The popular magazines have been 
good to the electrical industry. Well 
written articles on various applica- 
tions of electric service have been 
given a prominent place in their 
pages. Usually illustrated, these ar- 
ticles are an effective force in build- 
ing customer loyalty for us. Is it 
not possible that the convenience out- 
let could be given a place in these 
illustrations and more reference to 
its essentialness made in the copy. 

This coordinated effort and unity 
of purpose would create a bom- 
bardment upon an uninformed pub- 
lic which in time would disabuse 
their false notions. 

It is not difficult to imagine such 
a program being started and once 
under way a prize might be offered 
by the industry, perhaps a complete 
electric kitchen installed in the home 
of the winner, to the woman who, 
over a three months’ period, could 
submit a scrap book with the most 
pictures cut from magazines, news- 


papers and what not showing an ap- 
pliance attached to a convenience out- 
let. Such a contest would sell both 
appliances and outlets and vividly 
bring to the contestant that there is 
a need for both. But— 

However, if a promotional pro- 
gram could be built up there still 
remains the dotted line to be signed. 
It is admitted that there is a retarded 
program in the construction of new 
residence buildings. It is to be re- 
gretted because the new home sets 
the style and produces changes or 
modernization in the old. For that 
reason in every community, every 
new home should’ be given the nth 
degree of attention. Salesmanship of 
unusual technique must be injected 
into the sale of adequate wiring. It 
cannot all be left to the contractor. 
The utility can and must furnish 
much of that talent. Who is awarded 
the successful contract is not the con- 
cern of the utility but it should make 
certain that the highest standard of 
wiring, commensurate with the cost 
of the house, is installed. 

Mortgage banker, builder, real es- 
tate agent, architect, if there be one, 
and everyone who is interested in the 
future sale of the home must be con- 
tacted and made to realize that price 
and Code requirements are no longer 
the only standards by which to wire 
a home today. 


Using the industry’s standard as 
the objective and the selling book of 
the N.E.L.A. referred to last month 
in these pages by Arthur Abbott, step 
by step this undertaking can be ac- 
complished, slowly in pace with the 
recovery of business. Each home so 
wired should be advertised by the 
utility, preferably over the name of 
the builder. The electrical contractor 
doing the work should also advertise 
that he was the one selected to do a 
better job. Such an identity builds a 
reputation. It is that calibre of men 
needed for the growth of the future. 


It is acknowledged that the rewir- 
ing of old homes presents a greater 
market than the wiring of new homes. 
However, the promotional _back- 
ground must be built up first in order 
that the expense of obtaining the 
business locally is not out of propor- 
tion to the results obtained. 

The new home can more easily be 
sold—but not without effort. More 
people are involved in the sale and it 
allows greater publicity. Therefore, 
it should be used to force the second 
and bigger market—modernization. 
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Bedroom Comfort:—A gang of switches at the bedside 
to control (a) room lights, (b) downstairs radio, (c) master 
switch to light up the whole house in case suspicious 
noises are heard. 
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Extras 


The promotion of adequate wiring 
offers the opportunity to sell the customer 
many extra bits of wiring that will make 


living in the house easier or safer. When Coming Home Late at Night>—{a) A 
momentary contact switch to turn on a light to 
enable one to find the keyhole. (b) A key 


Bae switch to turn on all the first floor lights before 
For Outdoor Lighting:—A weatherproof outlet for opening the door. 


serving outdoor Christmas lighting; floodlights, 
lighting for outdoor games, etc. This may be of 
the type that is placed on the lawn or one that is — - . _ — a 
fastened to the building. iia ; . 
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A Baseboard Light:—This has many advantages. It ma 
appeal to the timid to be sure no intruder is under a bed; 
or it may serve as a light in a child's room when an over- 
head light might waken the child; or it may be used to 
find things that have dropped on the floor, such as a col- 
lar button. Herman Eckstein, a Philadelphia contractor, 
made this particular installation in his own home and 
through demonstration has sold many similar jobs. 
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Fortunes 


in Low Grade Ore 


By 


Laurence W. Davis 
General Manager, National Electrical Contractors Association 


T HAS been characteristic of pio- 
neers down through all time to be 
wasteful of the natural resources 

which they found lying in great 
abundance as they pushed their way 
forward. The gaunt skeletons of mag- 
nificent tree trunks, ruthlessly cut 
eight and ten feet above the ground 
in the deep winter snows, where once 
stood great forests, are mute evidence 
of this practice. 

In the ore districts of our western 
mountains are countless shafts of old 
mines, which were roughly worked 
while the richest veins of ore lay 
readily at hand and then abandoned 
when these veins seemed to run out. 

Today those old mines are being 
reworked by modern methods, and 
even the refuse piles retreated by 
processes that in some cases are pro- 
ducing as profitable results as the 
original ore veins themselves. Great 
mountains of earth with such low 
content of precious metals that for- 
merly they were considered impracti- 
cal to work, are today the greatest ore 
producers in the world. 

In its pioneering progress during 
the past 50 years the electrical indus- 
try as it pushed forward uncovered 
leads so rich that it too paid little 
attention to anything but the highest 
content ore. In the earliest days the 
utilities themselves were satisfied if 
they could but get a drop-cord in the 
kitchen and one or two other lights 
in a home. Service entrances were 
installed and meters set to care for 
only one or two circuits—and then 
the mine abandoned because it was 
too hard to work after that point. 

Electrical contractors have taken 
only the richest of the ore from the 
great leads that have been opened up 
in the past 20 years. Wiring jobs 
have been “figured” and not “sold.” 
New jobs have followed each other 
so rapidly that the average contractor 
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has been content to take out only the 
ore that lay easiest at hand, without 
regard to the future when these veins 
would run out. 

Today the pioneering is over. More 
than 20,000,000 homes have been 
wired, and new wiring jobs are few 
and far between. 

Each home wired was a mine of 
possibilities—but only the richest and 
easiest surface ore has been taken 
out. Lying untouched, there remains 
a wealth of low grade ore in addi- 
tional wiring, many times more val- 
uable than the original installation. 

New methods must be found to 
reach this additional wiring profit- 
ably. It will never be touched by the 
old-time prospector who waits in his 
office for jobs to be brought to him 
to figure. This low grade ore de- 


ELEcTRICAL CONTRACTING is looking 
for practical suggestions as to how 
adequate wiring can best be sold 
and for such suggestions is offer- 
ing this month to its contracting 
subscribers five cash prizes aggre- 
gating $50.00. 


The suggestions will be judged 
solely on the practicability of the 
suggestions and not on literary 
merit. The manuscript may be 
typewritten or long-hand, but only 
one side of the sheet should be 
used. 

No limitation is placed upon the 
length of the manuscript. 

All suggestions must be mailed 
not later than midnight of April 10, 
1933, and should be addressed to— 

Editor 

Electrical Contracting 

520 North Michigan Avenue 

Chicago, Illinois 
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Prizes for best suggestions on 


How to Sell Adequate Wiring 


mands mass production and the appli- 
cation of cooperative reagents to ex- 
tract the business profitably. 


The greatest problem in developing 
practical adequate wiring sales plans 
lies in creating public demand by 
which mass production, through suf- 
ficient small unit sales, may be prof- 
itably followed up by the wiring con- 
tractor. It is a problem that needs 
the combined thought of the manu- 
facturer, distributor and utility, to- 
gether with the practical experience 
of the electrical contractor. 

Market building cannot primarily 
concern itself with who shall get the 
business, but to be successful it must 
concern itself with placing the busi- 
ness in such position that it may be 
profitably obtained by competent 
agencies. Unless a way may be found 
by which the low grade ore can be 
extracted profitably, the industry will 
mark time impotently while this 
wealth of business lies undeveloped. 

The problem calls for immediate 
research and experiment. No labora- 
tory experiments in the fields of pure 
science or the engineering applica- 
tions of scientific discoveries can hold 
a greater reward than the discovery 
of practical methods for reworking 
the more than 20,000,000 inade- 
quately wired homes of today. 


The problem challenges the industry! 





For the suggestion voted best by the 
judges a cash prize of $25.00 is offered. 
For the second best suggestion a cash 
prize of $10.00 is offered; for the third, 
fourth and fifth $5.00 each. 


In case of a tie, all tying con- 
testants will receive equal awards. 


All suggestions submitted will 
become the property of ELEcTRICAI 
CoNTRACTING, which reserves. the 
right to publish such of the sugges- 
tions as it may desire. 


Judges 


L. W. Davis, General Manager, 
National Electrical Contractors As- 
sociation. 


Arthur L. Abbott, Uniform Or- 
dinance Department, National Elec- 
trical Manufacturers Association. 


S. B. Williams, General Manager 
and Editor ELecrricaL CONTRACTING. 
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Marry Red Seal 


to the New S 


HE industry has taken a tre- 
| ender forward step in unit- 

ing on a definition of adequacy 
for residence wiring. The “Adequacy 
Wiring Standards for Residence 
Buildings” gives something tangible 
around which to wrap the industry’s 
attention and interest in residence 
wiring promotion, but the standards 
are only the ground work, the foun- 
dation upon which a constructive ef- 
fort tan be built. They will serve 
to clarify some of the hazy individual 
ideas of what adequacy really means 
to the industry itself, but the real 
job is to convince the public, and 
those who are responsible for speci- 
fying wiring in residences, that only 
through acceptance of these industry 
recommendations will complete and 
efficient electrical service be available 
in the home. 


*For a number of years Mr. Bartlett 
was in charge of Red Seal promotion 
for the Society for Electrical Develop- 
ment. He also participated in the Joint 
Industry Conference which developed 
the new adequacy standards. 
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By J. S. Bartlett* 


The true significance of the new 
standards, therefore, is represented 
in the basis which they afford for a 
constructive promotional program 
rather than in the details of the 
standards themselves. This does not 
mean that these detailed requirements 
are unimportant. They are most im- 
portant and particularly so is the 
inclusion of a sound conception of 
branch circuit distribution and branch 
circuit capacities. But that work is 
now completed. The important thing 
now is to take advantage of this in- 
itial step. In other words, while the 
industry is in a far better position 
than ever before to undertake a real 
job of market development, the prob- 
lem of how the job is to be done, 
still remains. The standards will be 
of small advantage indeed, unless 
they are used as a means of creating 
additional business for the industry. 

It is from this point of view then, 
that the industry must consider the 
new adequacy standards: not as an 
end in themselves but as a means to 
an end and a step toward a success- 


tandards 


ful approach to the entire residence 
market. Such a conception of the 
standards will broaden the scope of 
their benefits to include all branches 
of the industry. The contractor, the 
manufacturer of wiring supplies and 
the wholesaler will not be the only, 
or even the major beneficiaries, for 
in as much as the standards will be 
a means of increasing the adequacy 
of residence wiring, they will result 
in stimulating the sale of appliances, 
proper lighting and increased energy 
consumption. 

If, then, we are to use the stand- 
ards as a part of the industry’s ap- 
proach to the residence market, how 
can they best be applied? Is there 
any experience of the past which 
could be used as a guide in making 
this approach more effective? What 
other material is there which would 
assist in this effort? 

The mere availability of the stand- 
ards will not solve the problem. 
Something specific in the way of a 
plan to use them must be included 
in the industry’s conception of their 
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purpose. It is with this in mind that 
the following discussion is presented. 

Any approach to this market must 
be divided into two distinct pro- 
grams. The appeal which will sell 
additional wiring to already wired 
homes would not be effective in ap- 
proaching those who control the wir- 
ing going into new homes. The rec- 
ommendations as to adequacy can be 
the same, and should be the new 
standards, but the approach to each 
must take into account the differ- 
ences in the points of view. The 
prospects to be approached are di- 
vided into two distinct classes: In 
one, the individual living in the aver- 
age home must spend his own money 
for the additional convenience; in 
the other, the architect, or the specu- 
lative builder, or the general con- 
tractor, is the one who must be sold. 
The program which will be success- 
ful in selling one class of prospects 
will not be effective in reaching the 
other. The plans through which ade- 
quate wiring is to be sold, therefore, 
must be developed to meet these two 
needs. 


Red Seal 

The fact that only 1.2 per cent of 
the present wired homes of the coun- 
try have installations which meet 
even the minimum requirements for 
adequacy does not reflect overwhelm- 
ing credit upon the industry for its 
efforts to sell adequacy in new 
houses, At the same time, there are 
territories in which a _ continuous, 
conscientious effort pointed at elimi- 
nating this increasing handicap of 
inadequacy has been effective. Mil- 
lions of dollars of added business 
has been created for the industry in 
these territories and credit for much 
of the success of these programs can 
be given to the Red Seal Plan. 

Red Seal was developed primarily 
as a means of promoting adequacy 
in new residences and in territories 
where it has been pushed has been 
outstandingly successful. With a 
background of seven years of actual 
experience behind it and the proven 
assurance that the plan is profitable 
and effective, there seems to be little 
doubt but that this plan is the most 
logical solution of the industry’s 
problem of promoting adequacy in 
new home wiring. 

- In spite of the fact that new resi- 
dence construction fell off approxi- 
mately 64 per cent in 1932, there 
was still $290,000,000 spent last year 
for new homes. Not a bad figure, 
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in spite of the decrease, and certainly 
not a market to be overlooked when 
there is an opportunity of increasing 
the value to the electrical industry of 
each of these homes by $500. This 
increase is distributed between addi- 
tional wire and wiring devices sold, 
more appliances purchased and 
greater energy consumption, but it 
all comes as a result of merely in- 
stalling adequate wiring. 


New Homes Only 

One immediate question to be an- 
swered, therefore, is, “How can the 
new adequacy standards be utilized 
in the Red Seal Plan and thus be of 
help in this approach to the problem 
of selling adequate wiring to new 
homes?” Attention to this field 
should not replace effort directed at 
the old home, but in as much as the 
two markets must be approached 
through different appeals, each should 
be considered separately. 


Since the release of the standards, 
there has been a question in the 
minds of some as to how this new 
definition of adequacy would be rec- 
onciled with the Red Seal minimum 
Specifications. 

Each was developed to serve a 
particular purpose but these purposes 
do not conflict in the least. The Red 
Seal minimum was created as a nec- 
essary part of the Red Seal Plan and 
is established only as a line above 
which a Red Seal award can be 
made. The minimum has no place 
in the Red Seal sales presentation of 
adequacy. The recommendations 
made as a part of Red Seal, for an 
individual installation will reflect the 
definition of adequacy incorporated 
in the standards and will have noth- 
ing to do with the minimum require- 
ments for award. This minimum is 
effective only in determining whether 
or not an award can be made. The 
standards, therefore, are a decided 
help in the promotion of adequacy 
through Red Seal by affording a spe- 
cific and complete definition for the 
Red Seal salesman who is interested 
first in selling adequate wiring and 
incidentally in getting Red Seal 
awards. 


If all the 60,000 homes now dis- 
playing the Red Seal emblem had 
been wired only to the minimum spe- 
cification, an outstanding job would 
have been done, but this is not the 
primary purpose of Red Seal. At 
least 75 per cent of Red Seal homes 
in the country have installations which 


are probably more than 50 per cent 
in excess of the minimum. The mini- 
mum is merely a line below which no 
home can receive an award. A specu- 
lative builder and the local represen- 
tative of the Red Seal Plan sit down 
together to lay out an individual in- 
stallation. As they proceed, every out- 
let included in the standards should 
be recommended by the Red Seal 
salesman. Possibly twice as many 
outlets are suggested as would be 
necessary to meet the minimum. 
Many of these extra oytlets are speci- 
fied while some may have to be left 
out, but when the recommendation is 
complete and the wiring layout for 
that particular job has been made, 
that layout, with outlets from 50 per 
cent to 75 per cent in,excess of the 
minimum and includifig proper cir- 
cuit distribution is, as far as that 
builder knows, the requirement of 
that home for Red Seal award. 

It can be easily seen, ,therefore, 
that there is no conflict between the 
Red Seal Plan and the new Industry 
Adequacy Standards. Rather, one is 
complementary to the’ other: the Red 
Seal Plan affording a definite plan 
and an appeal through which the 
standards can be promoted; and the 
standards giving a more unified defi- 
nition of what Red Seal sales effort 
should recommend. 


Sales Appeal 

The success of the Red Seal Plan 
and the millions of dollars of added 
business which it has created for all 
branches of the industry are the re- 
sult of the soundness of its appeal to 
the dominating factor in the field of 
new residence construction. The 
speculative builder who invests his 
own money in homes which he hopes 
to sell, builds from 65 per cent to 85 
per cent of all new homes in the 
country. He is interested in adequate 
wiring only in so far as it will help 
him sell his homes faster or for more 
money. The Red Seal Plan was cre- 
ated primarily to meet this need of 
the speculative builder. Toward this 
end, Red Seal helps the builder in 
two ways. First through distin- 
guishing his homes, if they are ade- 
quately wired, from the homes of his 
competitors, and second through the 
advertising which is carried by the 
local Red Seal licensee, calling the 
attention of his prospects to his 
homes because they carry the Red 
Seal award. 

If adequate wiring is to be a sell- 
ing point for the speculative builder, 
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there must be some way of distin- 
guishing the adequately wired home 
from the others. This is the function 
of the Red Seal emblem which is at- 
tached to the wiring installation. For 
this mark of distinction, the builder 
is willing to spend more of his money 
for wiring. If there is to be an 
award for adequacy, there must be a 
specification stating under what con- 
ditions the award can be made. This 
is the function of the Red Seal speci- 
fication. The minimum in most terri- 
tories may be lower than the degree 
of adequacy established by the stand- 
ards but this does not interfere in 
any way with a recommendation 
which will result in a sale incorporat- 


ing all the features in the standards. 


The other advantage of the Red 
Seal Plan is through the opportunity 
which it affords for the industry to 
tell its story of adequacy to the pub- 


lic by advertising speculatively built 
homes which carry the Red Seal em- 
blem. The best way to convince a 
builder that his prospects are inter- 
ested in proper wiring is to advertise 
his Red Seal homes for him, stress- 
ing the advantages of the wiring and 
show him how many people respond 
to the ad and visit his homes. 
Evidence of the success of this ap- 
proach through Red Seal to the 
dominating factor in new construc- 
tion is abundant. Even under the 
present difficult conditions, the Red 
Seal approach has done an exception- 
al job in many territories. It has 
shown conclusively, over a seven year 
test, that it is the most logical and 
universally applicable program by 
which to approach this field and that 
additional business at the rate of 
$500 per home can be created for all 
branches of the industry at a local 





promotional cost of about 4 per cent. 
Such proven success certainly war- 
rants expansion of the activity. With 
the clearer and more complete defi- 
nition of adequacy afforded by the 
new standards, and a keener appre- 
ciation by the industry of the value 
of wiring promotion, it should be 
even more successful and should ex- 
tend the scope of its effectiveness 
through an increase in the territories 
operating the plan. 

Here then would appear to be a 
definite and effective plan for utiliz- 
ing the new standards and Red Seal 
in attacking the new residence mar- 
ket. Another and a different appeal 
is necessary for attacking the prob- 
lem of selling additional wiring to 
old homes but the increase of inade- 
quacy, adding daily to the handicap 
of the industry in reaching future 
homes, should be stopped. 


60% of Homes Have Had No 
Additional Wiring 





A field survey of lighting and wiring conditions in 
566 homes located in Hackettstown, N. J.; Pough- 
keepsie, N. Y.; Hartford, Conn.; Westchester County, 
Manhattan and Long Island, N. Y., and Eastern New 
Jersey recently made by the Westinghouse Lamp Com- 
pany disclosed that in over 60 per cent of the homes 
no additional wiring had been done since the present 
occupant moved in. 

Some of the figures which have a bearing on the 
subject of adequate wiring are shown in this article. 


Classification of 566 Homes by Length of Occupancy of 
Present Tenant and Age of Home when Present 
Tenant Moved In 





(a) Moved into a new house: Less than 10 years ago. ..19% 
Ten to twenty years ago.. 9 
Over twenty years ago... 2 





(b) Moved into an approxi- 
mately new house: 








Less than 10 years ago...15% 
Ten to twenty years ago.. 6 
Over twenty years ago.. 





(c) Moved into an old house: Less than 10 years ago...34% 
Ten to twenty years ago..11 
Over twenty years ago... 4 
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Number of Homes with Additional Wiring Classified 
by Types of Changes and Age of Building 
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° ve 3 c = oo 4 
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Have had electrical ues $3 8 3S we So 
work done: <a O0< & < 5832 
(a) New House: 
Less than 10 years ago.18 1 1 4 + 6 
10 to 20 years ago...... 38 8 4 12 10 «10 6 
Over 20 years ago...... 20::. 7 oe -. 
(b) Quite new: 
Less than 10 years ago.10 5 2 2 7 5 3 
10 to 20 years ago...... rz 6 9 





(c) Old house: 


Less than 10 years ago.12 5 1 11 2 3 5 
10 to 20 years ago...... a 275 & 8 12 7 
Over 20 years ago...... oars. ae: ee 





It is to be kept in mind when reading this table that the 
persons interviewed mentioned the most extensive project. 
Accordingly, if they put in the whole installation they would 
fail to mention subsequent additions and changes. 
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Switch Adequacy by Rooms in Homes in Different 
Economic Groups 


Floor or Wall Plug Outlet Adequacy by Rooms in Homes 
in Different Economic Groups 





Economic Group 
LOW MEDIUM HIGH 


Economic Group 
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% Jo %o if % % % 
LIVING ROOM LIVING ROOM 
CN MN os is ten Stee eben 58 88 87 No. outlets 
Do not have switch.............. 42 12 13 REDS. AE aeons Fores 34 26 10 
DINING ROOM ania: Came Aya 
NI MO 9.0: 5a a: bse sik bs w'eererg ie 49 84 93 More than threg................:. : 8 32 
Do not have switch...... eee roe 51 > ow. None ......4 | SRR BRR RES 29 7 4 
KITCHEN ™ 
Have switch ..........ccseseees eo Bi ee ee ae 
Do not have switch............... 91 72 ae Pe __ Reaper 2 12 19 
ae RO ce hid th ese Esdnsricbaknweseen 1 1 3 
BATHROOM 
cee eR a MC 6 24 44 More than three..............---. . RE... 23 
Do not have switch............... 94 76 56 KITCHEN 
CM 5 anadd | ee tes es Se! 4 55 46 
BEDROOM 
eee re eee eee 19 42 63 one tapi Sl te ol hem hadi a rage i 3 a . 
Do sot have switch.»-----.------- a 8 ae ei 34 32 
BATHROOM 
a ere ary de NAcc aan 4 14 
| ES Si Sr - 
a re 98 91 86 
Percentage of Homes With Additional Wiring Dong in BEDROOM 
Connection with Other Remodeling During Tenancy %f a sa teeeeceeseeeeseWpepecerencs . 7 2 
Present Occupant Classified by Age of Building Three’ or MODE sca cescsececeeohegl 2 2 
Both | __eerseliceioetl i ENS te ete patie 
No Re- Remodel- : ze Ay 
modeling Remodeling Wiring ing and Who Did the Additional Wiring 
Have done: No Wiring No Wiring No Remodeling Wiring Neighbor or Not 
‘0 Jo Jo % Electrician _ relative — 
%o 0 
(a) New house “3 
Less than 10..72 2 20 6 (a) New House 
BY ate kerk coon 31 6 40 23 Less than 10 years ago..30 6 64 
Over twenty. .13 7 33 47 10 to 20 years ago........ 65 6 29 
(b) Quite new Over 20 years ago........ 80 7 13 
Less than 10..76 3 11 10 (b) Quite New 
. ee 33 9 27 31 Less than 10 years ago..30 5 65 
(e) Old or re- 10 to 20 years ago........ 67 9 oe 
modeled (c) Old House 
Less than 10..59 7 19 15 Less than 10 years ago..35 7 58 
eee 12 5 25 59 10 to 20 years ago........ 73 13 14 
Over twenty. .19 “an 19 62 Over 20 years ago........ 72 14 14 








Another Reason for Reinspec- 


tion: A length of cable pulled 
out on an alteration job in New 
England. There were three dif- 
ferent makes of cable spliced to- 
gether. It has been in use about 
twelve years supplying a bracket 
outlet on the first floor from the + 
cellar junction box. 
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When the customer has not been 
sold the value of adequate wiring 
properly installed, he installs lamp 
cord. 





The service is the bottleneck. If it is 
not adequate all of the outlets in the 
world will not improve conditions. Wir- 
ing of the 1890 model cannot give the 
customers 1933 service. There are 
thousands of comparable examples to 
be found today in apartment houses, 
hotels and residences. 


Adequate 
Wiring Would 


Correct 
These Conditions 


In all the promotional effort back of adequate wiring emphasis 
must be oes on the use of competent installers, otherwise con- 
ditions like this will occur. A carpenter doing some repair work 


tried out his hand as an electrician and installed some outlets. 
Not only were the outlets wired to the wrong meter but as can 
be seen five cables were spliced together in this fashion as a 
junction. 
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Adequate Wiring Provides 


Maximum Safety 


T is difficult to speak of fire hazards 
that are caused by inadequate wir- 
ing and omit mention of other un- 

satisfactory situations and conditions 
that are brought about by this kind 
of wiring, especially the monetary 
loss and inconvenience to the con- 
sumer whose home or place of busi- 
ness is not adequately wired. While 
we are safeguarding wiring systems 
in buildings we are at the same time 
providing for the lowest maintenance 
cost and flexibility and adaptability 
of the system to the customers needs. 

Provisions for adequate wiring are 
not found in the electrical codes. 
An interior wiring installation may 
be made to comply with all the re- 
quirements of an electrical code, and 
still fall far short of being an ade- 
quate job as far as convenience and 
general utility is concerned. On the 
other hand, the adequate installation 
will in nearly every case be found to 
meet with the code requirements for 
safety. 

We are not going to have anything 
like a maximum of safety in our wir- 
ing systems so long as the electrical 
industry fails in its task of teaching 
and explaining to its customers just 
what adequacy in their wiring sys- 
tems means to them. It is humiliat- 
ing to an inspector, and the contrac- 
tor as well, to know that although the 
new home the occupants move into 
is wired in accordance with the elec- 
trical code, serious hazards will soon 
be found because there is an in- 
sufficient number of convenience out- 
lets. Under those conditions it is not 
long before the occupants begin to 
run cords under the floor coverings 
around the baseboard and elsewhere 
and otherwise tinker with the wiring 
to accommodate themselves to their 
various electrical appliances. 

Sometimes it is found that hot 
plates, reflector heaters or other like 
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By W. M. Sullivan, 
Chief Electrical Inspector, 
Charlotte, N. C. 


appliances are connected to a socket 
in the fixture, only, because there are 
no receptacle outlets within reach. 
The circuits quickly become over- 
loaded. A fuse blows: no extra ones 
are on hand. A penny or metal slug 
is used to bridge the fuse. A short 
circuit develops on the fixture wire 
that has been overloaded. The fire 
truck arrives. The contractor is 
accused of doing shoddy work and 
the inspector of not properly inspect- 
ing the job or the fire would not have 
occurred, etc. 


Sell the Public 


The average consumer of electric 
current may be ignorant of the fire 
hazards he creates by such methods, 
but it is a safe bet that if there were 
a sufficiency of convenience outlets 
there would be no unsightly cords 
running around. When the electrical 
industry makes up its mind to sell to 
Mr. Average Consumer of electric 
current the value of adequate wiring, 
we will have made an important step 
forward in providing the maximum 
of safety to life and property. The 
writer has made inspection of wiring 
in many a building and found it was 
O. K. as far as codes were con- 
cerned, but common sense dictated 
that the special type of building, or 
the class of its occupancy, was such 
that the building was not adequately 
wired. 

Just so long as we fail to provide 
adequate wiring and continue to use 
plug fuses on our inadequate systems, 
we will continue to lose money if 
we are contractors and our usefulness 
if inspectors. The monetary loss will 
also be reflected in the business of 
the utility company, the jobbers and 
manufacturers. The consumers prop- 
erty is jeopardized and the maximum 
of economy is not consistent with the 
permanence of the investment. 


The writer is of the opinion that 
one of the reasons why more addi- 
tional outlets are not sold and in- 
stalled while the building is under 
construction, is that the contractor, in 
many instances quotes a price for the 
extra work that is altogether out of 
proportion to his charge for the orig- 
inal work. I do know that many a 
contractor, having to meet keen com- 
petition cuts the contract price to a 
ridiculously low figure, expecting to 
make up his losses on the extra work. 
This practice discourages the owner 
and the extras are left undone. I have 
in mind particularly, a small school 
building where the electrical contrac- 
tor’s original bid on the wiring was 
$600.00 but when he completed the 
job the extras amounted to $2,100.00 
additional. 


Inspectors’ Support 

Since inadequate wiring installa- 
tions are so apt to be hazardous, it is 
the duty of every electrical inspector 
to assist the other branches of the 
electrical industry in any way possi- 
ble, in their efforts to educate and sell 
the public on adequacy in electric wir- 
ing. The inspector should not for a 
moment entertain the idea that his 
mission is completed when he sees 
that the code regulations are complied 
with. His moral support should be 
given to any group that is interested 
in promoting greater adequacy in 
wiring systems. Oftentimes the in- 
spector can be of invaluable assist- 
ance in getting the idea of installing 
more outlets and circuits impressed 
on the consumer’s mind, more so than 
the contractor, who the customer or- 
dinarily thinks is trying to sell him 
some kind of a frill. The customer 
knows that the inspector has nothing 
to gain and oftentimes a word or two 
from him helps to sell an adequate 
job. 
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THE LARGE CONTRACTOR 


F the concensus of thinking of students of 

building construction economics is cor- 
rect, there is not going to be very much 
new large building work for some time. 
This situation calls for some very serious 
thinking on the part of the large electrical 
contractors who have specialized on this 
class of work. 

The overhead and operating methods of 
these contractors have been developed to 
meet this large class of business. The busi- 
ness of the next year or two is going to be 
small per order. Are these establishments 
in a position to handle this class of business 
as presently set-up? 

Also, the method of getting business must 
undergo a change. The work from archi- 
tects will not be enough to take care of the 
overhead of all the contractors. Additional 
business, therefore, must be secured and 
this can only come as the result of sales 
work with the customer. 

For the large contractors, this, in a great 

many cases, is going to be a very serious 
change in method but these are days when 
only the people with initiative will win. 
Chese larger contractors have engineering 
and sales ability—it must be turned loose 
on the public and industry. There are in- 
numerable commercial buildings that need 
electrical work, but they must be sold. 
Countless industrial plants can save money 
at present operating levels by power 
changes. A great many new electrical spe- 
cialties have come on the market in the past 
two or three years. They can be sold. 
_ The big operator who continues to wait 
for business may wake up too late to find 
he has no business. This is the day of learn- 
ing how to make a profit on a small volume 
of small orders. 
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PAINLESS REINSPECTION 


PPARENTLY, the greatest obstacle to 

reinspection at the moment is the lack 

of desire on the part of city authorities to 

impose any added burden on a taxpayer. In 

some cities, however, the inspectors have 
found a way around this difficulty. 

Instead of insisting that owners correct 
defective wiring the inspectors explain the 
conditions to the owner and try to show him 
how and why it will be to his advantage to 
make the corrections. In cases where the ex- 
pense will be large the inspector may point 
out the most serious faults and suggest that 
the owner arrange to correct them first and 
gradually the others. In this way the burden 
is spread over a period of time. 

The advantage of this type of reinspection 
work lies in the fact that the inspector se- 
cures the cooperation of the owner willingly 
and builds up public confidence. 

Reinspection is not going to be an easy 
job to put over until the public has first been 
educated. Selling reinspection to owners in 
this fashion requires, of course, considerable 
tact and diplomacy on the part of the inspec- 
tor. It is much more painless: than the en- 
forcement method and certainly is to be 
recommended for those cities where the 
authorities are afraid of the public storm 
that might be aroused at this time if rein- 
spection were made mandatory. 


WORK FOR INSPECTORS 


HE depression has thinned the ranks of 

“electrical inspectors along with the con- 
tractors. In some cities even the chief in- 
spector’s office is vacant. The reason, of 
course, is the lack of work. 

Isn’t there some work for the electrical 
inspectors to do besides inspect new wiring? 

In some cities the inspectors are finding 
work to do on reinspection. In other cities 
the inspectors are trying to clean up the un- 
approved cord situation by visiting the sev- 
eral stores that handle lamps and appliances 
and selling them on the idea of using only 
labeled cord. In one or two places the in- 
spectors are cooperating with the contrac- 
tors to minimize bootleg wiring. 

There are many ways in which inspectors 
can be kept profitably busy. It may require 
the cooperation and help of the contractors 
in case the city fathers cannot otherwise be 
made to understand the value of such work. 

An inspector’s work is for the sole purpose 
of keeping down the fire hazard from wir- 
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ing. If he can do it by lessening the sale of 
substandard cord, for instance, he may have 
done as much as he could have by inspecting 
new work for years. 

We need to keep our inspection forces 
intact. Soon there will be new building 
again and we do not want to have to retrain 
a new force of inspectors. We want sea- 
soned men who have the welfare of the in- 
dustry at heart. 

Let’s do all we can to help keep them busy 
now. 


DISCOUNTS 


HE editorial in our February issue on 

discounts brought a number of letters 
from readers which, for the most part, reem- 
phasized the need for a profit margin if the 
contractor is to be expected to do a selling 
job. 

One of our readers, however, who happens 
to be a manufacturer of lighting equipment 
with national distribution took exception to 
the viewpoint expressed in the editorial on 
the grounds that additional margin would 
not be used as suggested, but would be given 
away by the contractor. 

It is unfortunate that the sins of a few 
must be visited upon the entire industry but 
it is a fact, nevertheless, that in many cases 
contractors have given away a part of their 
discounts in order to secure the business. 
Were these contractors selling equipment 
only they probably would not have cut prices 
in this fashion, but they were also out after 
a wiring job. 

The complaint of this manufacturer is not 
a new one. The same complaint was heard 
from motor manufacturers at the time the 
motor specialists were negotiating for a 
profit margin. 

We have no desire to whitewash those 
contractors who cut prices on equipment in 
order to land wiring jobs. If the complete 
job is to show a profit, the cutting of equip- 
ment costs is merely a blind because the 
profit will have to be made up elsewhere on 
the job. On the other hand, it must not be 
forgotten that these contractors, in many 
cases, have no other choice because of direct 
selling prices by manufacturers or others. 

While the lighting equipment manufac- 
turer who took exception to our editorial 
happens to have a policy that is favorable to 
the contractors he too must suffer from 
the actions of some of his competitors who 
do not have similar policies. It is by no 
means unusual for a contractor to find that 


a building owner can buy commercial light- 
ing equipment at as good a price as he can 
buy it. If the owner is going to buy through 
the contractor he naturally expects as good 
a price as he would get from a manufacturer. 
The equipment offered by the contractor 
may be a line that the owner cannot buy 
direct, but the price competition of other 
equipment is still present. 

Our contention is that manufacturers can 
seldom afford to sell direct. By by-passing 
the contractor they do not build additional 
volume but instead they do increase their 
selling costs. If the manufacturers would 
study their direct selling costs they would 
undoubtedly find that they could increase 
the contractor’s discount, discontinue direct 
selling and make more money in the end. 

If the manufacturer’s direct selling ex- 
penses are large they must know that pres- 
ent discounts, in many instances, are not 
sufficient to enable the contractor to sell 
very profitably. Give the contractors—not 
all of them—a profitable margin and they 
will prove to be worthwhile sales outlets. 





INCUBATORS 


N almost every city there are generally one 

or two contracting shops from which have 
graduated most of the local contractors and 
a great many of the journeymen. To these 
shops the electrical industry is indebted be- 
cause they stand, as a rule, for quality and 
progress. Not all of the graduates make 
good, any more than all the graduates of our 
best universities. However, the men who 
have their training with such organizations 
have a foundation which is sound. Generally 
speaking, their early training will prevent 
them from doing shoddy or slipshod work. 
They, moreover, will have unconsciously 
picked up something of the spirit of worth- 
whileness of the old company. 

In addition to being the incubators of the 
contracting industry, these companies con- 
tinue to act as trouble correctors for their 
graduates. The men seem to feel that if any- 
thing troubles them they can get help from 
“the old boss”. 

If any improvements in local conditions 
are needed such as legislation, or association 
activity, the first question is what does so- 
and-so think about it. If the “old man’s” help 
is not forthcoming the project generally 
fails. 

Such shops do not seek this responsibility, 
it is thrust upon them. Nevertheless, it is a 
great responsibility. 
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A MONTHLY DISCUSSION OF WIRING PRACTICE AND QUESTIONS 





OF INTERPRETATION, PRESENTED WITH A VIEW TOWARD ENCOURAGING 





A BETTER UNDERSTANDING OF THE NATIONAL ELECTRICAL CODE 





CONDUCTED BY F. N. M. SQUIRES 


ASSISTANT CHIEF INSPECTOR, N. Y. BOARD OF FIRE UNDERWRITERS 





FIVE AND TEN CENT STORE 
SUPPLIES 
Is the fixture and lamp cord sold 
by the 5 & 10 cent store passable ac- 
cording to the Code? 


Many “Five and Tens” are selling 
nothing but approved cords; many 
more are selling both the approved 
and non-approved cords, and still 
many more are selling nothing but 
the unapproved stuff. Inspectors are 
finding that once the matter is taken 
up with the right party in control of 
such a store and the matter properly 
explained to him, the policy of the 
store is readily changed to handle 
only approved material. Thus, edu- 
cational work along this line is quite 
beneficial. 


But as to the quality of the cord, 
it is an easy matter to judge right 
on the sales counter. If the spool on 
which the wire is wound bears a la- 
bel of approval, or if the cord has 
the bracelet label of approval on it, 
naturally it is satisfactory. 





HEAT RESISTING WIRE FOR 
FIXTURE SWITCHES 

Certain types of fixture switches 
are turned out by the manufacturers 
with lead wires attached. In the past 
and up to the present time most of 
these have been provided with rub- 
ber covered wire. Now that the rules 
for fixture wires require the use of 
heat resisting insulation and as the 
leads on the fixture switches are sub- 
jected to the same conditions as the 
other fixture wires, they should also 
be with heat resisting insulation un- 
less in a location where rubber cov- 
ered wire is required for the fixtures. 

A demand for this by the contrac- 
tor to the supply houses will meet 


20 


with immediate response by the man- 
ufacturers. 


IDENTIFIED CIRCUIT WIRE 
Recently I had a 30 amp. service 
to install in a bungalow where serv- 
ice was wanted at once. 


As I was all out of No. 8 white 
wire, I used No. 8 black wire for the 
grounded neutral, and painted it 
white at the points exposed and also 
in the switch box. All other service 
connections and grounding were 
strictly according to the code rules. 
The local lighting company’s service 
man kicked on the black wire. 


I am quite remote from a supply 
house so had to use No. 8 black wire 
on hand. Kindly advise in “Electrical 
Contracting” if I have violated any 
code rules. 

The Code is probably not quite as 
definite regarding the requirements 
of identified conductors in service 
runs as it should be. In Article 4 
which deals with “Services and Serv- 
ice Equipment” no mention is made 
of any requirement for an identified 
wire. However, the fine print fol- 
lowing the caption of Article 4 re- 
fers us to Articles 3, 5, 37, 38 and 
40, and in Article 5 we find the re- 
quirements for identification. 

But Article 5 deals generally with 
wiring methods and is generally un- 
derstood to deal with interior circuits 
and not with services. From the 
above it would seem that identifica- 
tion of service wires is not required 
in which case our correspondent has 
violated no rule. 

Fowever, 500-f says that “Wires 
having white or natural grey cover- 
ing shall not be used in identified 
systems or circuit other than”—for 


the identified grounded wire. The 
above word “systems” certainly in- 
cludes the service conductors. If 
this paragraph had read “interior 
systems” instead of just “systems” it 
probably would not have included 
the service wires. So, after reading 
500-f and 500-e we find that black 
wires, even if painted at exposed 
points should not be used for the 
identified wire as it has not the con- 
tinuous identified outer covering. It 
is interesting to note that while it is 
not permissible to use all black wires 
by painting one white at exposed 
points, it is permissible, by rule 
500-f, to use all white wires by paint- 
ing all except one of them black or 
some other solid color. 





KEY SOCKETS IN GARAGES 

Is it permissible to use pull-chain 
or key sockets in garages? 

For garage work we expect to find 
the requirements under “Garages” 
and so look in Article 33. There we 
find in 3302-b that “fixed lamp hold- 
ing devices, unless of a type ap- 
proved for use in Class 1 Locations 
as defined in Article 32 shall be lo- 
cated at least 4 ft. above the floor.” 
From this we might expect that it 
would be permissible to use any 
sockets of a type other than described 
above anywhere in garage if it was 
kept over 4 ft. above the floor. But 
if we glance back at 330l-a we find 
that the requirements of Article 33 
“shall be deemed to be additional to, 
or amendatory of, those prescribed 
in Articles 1 to 19 inclusive.” That 
then, tells us that in our garage in- 
stallation we must also apply the 
rules of Articles 1 to 19 in addition 
to the rules of Article 33. 
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a\NS DEVIC 


A complete line designed to meet every installation requirement, whether for home, 
industrial or commercial structure. 


G-E CONVENIENCE OUTLETS e G-E SWITCHES 
G-E PLATES e G-E SOCKETS e G-E FUSES e G-E PLUGS 
G-E COMBINATION WIRING DEVICES 


Your nearest G-E Merchandise Distrib- you. See him or write Section D-203, 
utor stocks the complete line of G-E | Merchandise Department, General Elec- 





Wiring Devices. He is ready to serve tric Company, Bridgeport, Connecticut. 


GENERAL@ ELECTRIC 


WIRING DEVICES 


MERCHANDISE DEPARTMENT. GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICUT 
eee = $ EEE om RR EO compe 
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“Industrial acids did not 
affect DUTCH BRAND Tape” 


Says R. E. STETSON 
Stetson Electric and 
Engineering Co. 
















HE tape you 
use, Mr. Con- 
tractor, should 
“perform” under 
severe as well as 
ordinary conditions. 
You may not have the type 
of installations Mr. Stetson mentions 

in his letter, but you can be sure of one 
thing. If the job calls for tape, DUTCH BRAND will give you 
guaranteed service because of these “Extra Service” qualities: 
1. Manufactured by our own 4 ply saturation process. Not 2 coats or 3 coats 


of compound, but 4 plies of rubber unifo ied tha cellent 
adhesiveness and long life in aaa” —_ —— 

2. The 4 ply process eliminates pin hol ind | xtra insulating lo 
One thickness of this tape contets 2200 = 2 — 

3. The edges do not fray. Every inch is clean cut and usable right down to 
the core, no waste. 

4. It is made on a base of tough, close-woven sheeting that brute strength 
can't easily break. 

5. Its great adhesiveness is always fresh. It lasts and is not of the gooey 
or messy type. It won't dirty the hands. 


6. It is neatly packaged in small sizes for the consumer and shop sizes for 
the contractor. 



















The “proof of the pudding” is in the eating, they say. Prove DUTCH BRAND 
Friction Tape'’s many superior features by making a test. Simply clip the 
coupon below for a free test roll. 


DUTCH BRAND Friction Tape, Rubber Tape and Soldering Paste 
are sold by electrical jobbers everywhere 


VAN (CLEEF BROS. &ssis*¢ 


Manufacturers DUTCH BRAND 
Friction and Rubber Tape and 
Soldering Paste. 
Woodlawn Ave., 77th to 78th Sts. 


Chicago, U. S. A. 





DUTCH BRAND Soldering Paste. 
A scientific mixture. Cleans as it 
works. Holds solder fast. Less 
paste required per job. 





— g DUTCH BRAND 
Van Cleef Bros. g Rubber Insulat- 
codlawn Ave., 77th to 78th Sts., Chicago, Illinois 5 ing Tape 
Gentlemen: We would like to test the “Extra Service” § 
qualities of the following DUTCH BRAND products: § 
O Friction Tape © Rubber Tape O Soldering Paste g 


Fuses instantly 

without heat. 

Molds into one 
§ solid piece. It 
ecccwecccccccccececcesececenerecccccseenecee @ s-t-r-e-t-c-h-e-s 

without breaking 
8 because it con- 
‘SRE CPR. OSC EE PUM 2 8 tains 20% more 
x 8 live, new rubber. 
SP eiccpetinnneniscunnnnes De Rncnenmennnss ‘ 


DUTCH BRAND FRICTION TAPE 
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| So now we consult 1405-a and find 
| that “sockets and receptacles installed 
over specially inflammable material 
shall be of the keyless type.” As 
gasoline certainly is “specially flam- 
|mable” and plenty of it is found in 
| garages, these places should not have 
| key or pull chain sockets installed in 
them. 


BOOTLEG COMPETITION 

Another reader writes in, “I am a 

contractor in a rather rural section 
of our state and would like to know 
how we fellows up here in the woods 
jcan cut out more of this “bootleg” 
| wiring. By that I mean poor jobs 
done and never reported to the In- 
'spection Department.” 
- So, it isn’t only in the cities that 
we are beset with this evil! One of 
the strongest weapons against this 
evil is publicity and education. If we 
can, through publicity, educate the 
general public to the hazards of sub- 
standard jobs and materials and get 
|'them to demand for safety’s sake 
‘only approved jobs done with ap- 
'proved materials, the “bootlegger” 
| will have to close up shop. 
| Activities are now under way in 
several large cities on just such a 
program. In such places it is a big 
problem and a big job. In smaller 
|places and in rural sections it may 
| be much easier. To begin with, when 
such jobs are noticed they should be 
‘reported to the electrical inspector 
| having jurisdiction. 

Then the educational campaign 
| should be started. The aid of every 
| progressive electrical man in the 
| community should be enlisted. As 
| they all will be benefited they should 
|all willingly cooperate. 
| The public in general should be 
|advised of the necessity of having 
their electrical installations inspected, 
and in the benefits of using only 
standard materials and appliances. 
For this educational purpose a lec- 
ture committee should be appointed 
which would furnish lecturers to 
speak before all sorts of meetings 
such as, taxpayers, and civic bodies, 
and even high school classes and 
other society meetings. These lec- 
turets would put before their audi- 
ences the requirements for inspec- 
tions, the benefits of having the work 
done by established or licensed elec- 
trical contractors and the hazards in 
the use of sybstandard materials and 
appliances and the safety in the use 
|of approved materials. 
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THE 
1933 


BLUE BOOK 
is READY! 


and specially printed sales literature, 


Get your free copy today 


mailing schedules etc. It’s a carefully 


HE most valuable book ever offered to Ven- 
tilating Contractors and Electrical Dealers. 


Not a book for your library or den, but a real 


guide for your business. Tells you where and how 
to make money selling electric ventilating 


equipment, contains samples of folders, cards 


worked out plan of attack all ready to start 
producing for you FREE of CHARGE. Mail thecou- 


pon for your copy—absolutely without obligation. 


AMERICAN BLOWER CORPORATION, DETROIT, MICHIGAN 
CANADIAN SIROCCO CO., LIMITED, WINDSOR, ONTARIO 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 


AMERICAN BLOWER CORPORATION, 6000 Rugsell St., Detroit, Michigan 
Send a copy of your Blue Book to: 


Name 
Firm Name____ Street and Number 


City 7 


paVintsulectem n¥ (ty 4s y - 
fe ee... a eee 
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N.E. 


NEWS AND SERVICE 


C.A. 


INFORMATION 





MATERIAL FOR THIS DEPARTMENT IS SUPPLIED BY THE HEADQUARTERS 
STAFF OF THE NATIONAL ELECTRICAL CONTRACTORS ASSOCIATION 


420 LEXINGTON AVENUE, NEW YORK, N. Y. 


President, L. E. Mayer 
14 North Franklin Street, Chicago, Illinois 


Vice President, Earl N. Peak 
1603 West Main Street, Marshalltown, lowa 


DIVISIONAL EXECUTIVE 
COMMITEEMEN 


Eastern Central 
Louis Kalischer F. T. Langford 
288 Livingston St. 511 S. Third St. 
Brooklyn, N. Y. Minneapolis, Minn. 
Southern Mountain 
D. B. Clayton R. R. Reid 


1957 South 5th East 
Salt Lake City, U. 


844 Martin Bldg. 
Birmingham, Ala. 


Southeastern Pacific 

W. W. Ingalls F. O. Sievers 
315 S. W. 10th Ave. 468 5th St. 

Miami, Florida San Francisco, Cal. 


Great Lakes Eastern Canadian 

R. J. Nickles R. A. L. Gray 
109 W. Main St. 85 York Street 

Madison, Wis. Toronto, Ont. 


Western Canadian H. B. Frazer 
J. H. Schumacher 250 N. lith St. 
344 Main Street Philadelphia, Pa. 
Winnipeg, Men. G. M. Sanborn 
309 N. Illinois St. 
At Large Indianapolis, Ind. 

E. D. Brown : 
2470 Grand River Ave. __W. J. Squire 


401 Wyandotte St. 


Detroit, Mich. 
Kansas City, Mo. 


A. C. Brueckmann 
314 Keyser Bldg. 
Baltimore, Md. 


J. A. Fowler 
118 Monroe Ave. 
Memphis, Tenn. 


General Manager 

Laurence W. Davis 

420 Lexington Ave. 
New York City 


Contractors Organized for Industry Welfare 





REVISING STANDARD CONTRACT 
FORMS 

G. M. Sanborn, chairman, Archi- 
tects Committee, and E. D. Brown, 
chairman, NECA Engineers and 
General Contractors Committee, have 
been appointed a special committee 
to represent the Association in a 
Joint Committee from the American 
Institute of Architects and the As- 
sociated General Contractors, which 
is now considering possible revisions 
to the Standard Building Contract 
Form and the General Conditions— 
A.1.A. Standard Documents, 4th Edi- 
tion. 

Special attention is being directed 
to Article 37 of the General Condi- 
tions, covering the relations between 
the general contractor and the sub- 
contractor. The “Standard Clauses 
for Proposals,” adopted by the 
NECA in 1929, will be studied in 
this connection. 

Comments and suggestions are in- 
vited from electrical contractors gen- 
erally, relating to this Article 37 or 
to any other parts of the documents. 
Communications should be addressed 
to G. M. Sanborn, chairman NECA 
Architects Committee, 309 North II- 
linois Street, Indianapolis, Ind. 


Copies of the A.I.A, Standard Docu- 
ments, covering Standard Building 
Contract Form and General Condi- 
tions, can be obtained through local 
stationers or by addressing the 
American Institute of Architects, 
The Octagon, Washington, D. C., 
and remitting $.75. 


A.S.A. INTERIM REVISION 
DECISION UPHELD 

On February 15 the American 
Standards Association advised the 
NECA that the A.S.A. Standards 
Council, which acts for the Ameri- 
can Standards Association in such 
matters, accepted the report and rec- 
ommendations of the Committee on 
Procedure in regard to questions 
raised by the NECA concerning In- 
terim Revisions of the National Elec- 
trical Code. 


This action confirms the position 
taken by the Committee on Proce- 
dure, which stated that 

“It was unanimously agreed that 
these ‘Interim Revisions’, since they 
were being issued without any action 
of the Standards Council, were not 
in any sense officially a part of the 
National Electrical Code.” 


GOSS BILL DEFEATED IN HOUSE 

On February 9, 1933, the Goss 
Bill, H.R. 9921, to require the nam- 
ing of sub-contractors in bids on 
government work, was called up on 
the floor of the House of Represen- 
tatives under suspension of the rules 
and voted upon. Although 181 rep- 
resentatives voted “yes”, while only 
126 voted “‘no”, it lacked 22 votes of 
the necessary two-thirds majority to 
pass the bill under suspension rules. 

The House bill 9921 is therefore 
dead. 

Hearings were held by the Senate 
Committee on Education and Labor 
on S. 4081 on January 26 and 27, 
at which the NECA was represented 
by general manager Davis, who stat- 
ed in part, 

“The U. S. Government set up a 
substantial building program for the 
benefit of the government and for 
the relief of the building industry 
and business in general. Today that 
work is not giving the relief intend- 
ed, because business without a profit, 
business conducted at a loss, results 
in no improvement in business con- 
ditions. It does not permit of the 
paying of living wages, the paying of 
bills of the manufacturer or the sup- 
plier of goods, nor does it leave a 








CONTRACTOR HEADS ELECTRICAL DEVEL- 
OPMENT LEAGUE: Edward Martin, pro- 
prietor of Sterling Electric Co., San 
Francisco, Calif., was elected president 
of the San Francisco Electrical Devel- 
opment League at its annual election 
February 13. Mr. Martin has twice 
been president of the California Elec- 
tragists and is now secretary of the 
Electrical Contractors Association of 
Northern California. 
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ae 
EASY TO 
INSTALL 


Write for this Manual EASY T0 


A descriptive manual with full de- HAN DLE 
tails and illustrations of the G-E 

Fiberduct System will be mailed im- o. 

mediately upon request. See your 

nearest G-E Merchandise Distribu- 

tor or write to Section CF-203 

Merchandise Department, General 

Electric Co., Bridgeport, Conn. 


ECONOMICAL 


66,000 feet of G-E 
Fiberduct were install- 
ed on the above job to 
carry lighting and tele- 
phone circuits. 


GENERAL @ ELECTRIC 


FIBERDUCT 


MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICUT 
Rawr NII RCE SO Te 
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profit in the sub-contracting business 
from which income taxes may be 
paid to the government. There is no 
relief in this great building program, 
in this time of stress, when business 


7S is conducted without protection of 

SAFE fee SA | TCHES the sub-contractors onda for the 
benefit of the broker general con- 
tractors. The legislation sought is 
solely to place the business on a plane 
where all engaged therein may have 
an equal opportunity, and for the 


City Bank protection of the sub-contractors 


against unscrupulous bidders”. 














Farmers 
ELECTRICAL COMMITTEE MEETING 
Trust Co. An all-day meeting of the NECA 


| representatives on the Electrical 
New York | Committee, N.F.P.A., will be held at 
association headquarters on March 
13, the day preceding the opening of 
the meeting of the Electrical Com- 
mittee, to be held March 14-15-16. 
The NECA representatives are: 
Allan Coggeshall, New York, 
Member 
A Robert A. Goeller, New York, 
Alternate 
Murray Earl N. Peak, Marshalltown, 
Member 


Metering George Andrae, Milwaukee, 


Alternate. 

‘ The preliminary meeting of the 
Equipment NECA Committee is to give final 
careful study to the preprints of the 
recommendations of the Article 
Committees for changes in the 1931 
edition of the National Electrical 
Code. Comments of members on any 
of these proposed changes should be 
addressed either to NECA headquar- 
ters, or to one of the representatives 


Cross & Cross | amed above, in time to reach them 
Architects | before March 13. 








Installation 








Clyde R. Place NEW MEMBERS 


Engineer The following applicants have been 
. accepted into the N.E.C.A. since the 
Lord Electric publication of the list in the October 


Co. issue: 
Electrical Work CALIFORNIA 
San Francisco: 
Armstrong Elec. Co. 
Brumfield Elec. Sign Co. 
Collonan Elec’l & Mfg. Co. 
Fross Elec. Co. 


Keer rco LOL KAKA 





; L & Heff 
Ask for catalog of Murray Switches ce 8 ee 
GEORGIA 


METROPOLITAN a es he 
lt YE VICE GORPORATION iti | ppioderphios 


1250 ATLANTIC AVENUE Wright & Davis, Inc. 
Pittsburgh: 


BROOKLYN ~:~: NEW YORK Iron City Engineering Co. 
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ENCLOSED SWITCHES 


ATTRACTIVE: COMPETITIVE PRICED > COMPLETE LINE- 










Gotenct and 
yo ee or plu ie 
fuses, cartrioh 


fuses and ~ SE 
without fuses~ 





DESIGNED BY SWITCH SPECIALISTS — 


This new line features full-Aloating, self-adjusting, double-break contacts with positive switch 
action; spring throw-off and -on. Arc is smothered in porcelain well with fibre carrier- 
plates between stationary contacts. . . Easy to wire, with plenty of room at top, bottom 
and sides. Aluminum satin finish of the box makes your job stand out for VISIBLY BETTER 
VALUE at a competitive price. . . Include your ENCLOSED SWITCH REQUIREMENTS with 
your regular orders for ARROW Wiring Devices. 


ELEGTRIG DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, CONN. 
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dations for changes in the National 

Electrical Code, the agenda will con- 

sist of the reports of article commit- 

tees as published and as supplemented 

since publication. During the first 
session the following other items of 
business will have attention: Stand- 
ing committee reports, interpreta- 
tions, procedure, special committee 
repairs, interim revisions, bare neu- 
tral systems, and voltage classifica- 
tions, 





INFORMATION OF INTEREST TO ELECTRICAL CONTRACTORS 
CONSISTING OF ITEMS OF NEWS, SHORT ARTICLES, PRACTICAL FifTH ANNUAL CONVENTION OF 
IDEAS, ETC., OUR aE DanAaTCaeaT TO CONTRIBUTE TO MINNESOTA CONTRACTORS 








NEW PLAN FOR PREVENTION OF 
BID PEDDLING 

A bid submitting plan, reversing 
the policy of previous years’ prac- 
tice, and occasioned by the prevalence 
of bid peddling by general contractors 
after contracts have been awarded, 
has been determined upon by the 
Electrical Contractors Association of 
Northern California. All electrical 
work exceeding $100 is to be bid 
directly to the owner or his immedi- 
ate representative only. The general 
contractor is only recognized as the 
owner’s immediate representative 
after he has received the contract for 
the major part of the work which 
includes the electrical work. 





FLORIDA ELECTRICAL MEN MEET 
The Florida Electrical Contractors 
Association and the Florida Electri- 
cal Inspectors Association held their 
annual conventions February 13 at 
the San Juan Hotel, Orlando, Fila. 

Extensive plans were made by the 
contractors for the promotion of bet- 
ter cooperation among all electrical 
contractors within the staté during 
1933. 

The officers elected by the Elec- 
trical Contractors Association are 
George La Vigne, Miami, president ; 
D. E. Anderson, Orlando, vice-presi- 
dent; R. C. Bigby, Tampa, treasurer 
and C. E. James, Fort Pierce, secre- 
tary. Members of the executive com- 
mittee representing their respective 
districts were: Northern, Sam Red- 
dick, Jacksonville; Central, E. D. Lit- 
tle, Orlando; Southern, F. J. Mc- 
Ginnis, Palm Beach, and Western, 
R. A. Parker, Bradenton. 

T. A. Brown, St. Petersburg was 
elected chairman of the Electrical 


Inspectors Association; C. E. Knox, 
Miami, vice-chairman; C. S. Gra- 
ham, Jacksonville, secretary - treas- 
urer, and B. E. Craig, Deland, H. N. 
Lang, Orlando, D. E. Brunhill, Jack- 
sonville, as members of the executive 
committee. 

The two associations met in joint 
session during the afternoon to dis- 
cuss problems relating to the indus- 
try as a whole. 


CODE REVISION MEETING 

The annual meeting of the Electri- 
cal Committee, N.F.P.A., will be held 
in the rooms of the Electrical Asso- 
ciation of New York, Grand Central 
Palace, New York City, on March 
14 to 17, inclusive. 

The purpose of the meeting being 
to consider and act upon recommen- 








CONTRACTOR HEADS METROPOLITAN 
ELECTRICAL LEAGUE: James Smith, well- 
known member of the contracting firm 
of Sterns, Perry & Smith, has been 
elected president of the Metropolitan 


This is 
the first time that a contractor has held 
this office in the League. 


Electrical League of Boston. 


The fifth annual convention of the 
Southern Minnesota Electrical Asso- 
ciation was held February 22 and 23 
at Albert Lea, Minn. 

The first day of the convention was 
devoted to contractor-dealers and 
among the subjects scheduled were 
trade relations and legislation. Com- 
mittee reports were submitted and 
an open forum was held for mem- 
bers. 

Open meetings were held at the 
morning and afternoon sessions of 
the second days. 

Some of the speakers scheduled to 
appear were L. E. J. Mabbott, 
Northern States Power Co.; E. B. 
Moon, sales counsellor, The St. Paul 
Advertising Agency ; and E. A. Lind- 
quest, sales manager, Sterling Elec- 
tric Co., Minneapolis, Minn. 





IDENTIFIED CORD MOVEMENT 
SUCCEEDING 

The identified cord movement now 
sponsored by the Electrical Cord 
Manufacturers has attained large 
proportions in Chicago. The plan in- 
volves territorial concentration in six 
districts, each handled by a specially 
chosen and trained man from the Chi- 
cago Department of Gas and Elec- 
tricity. They propose to educate deal- 
ers in the selection of safe electrical 
appliances and lamps using the 5-ft. 
bracelet label as an entering wedge. 
Work has progressed rapidly, and 
more than 2,000 dealers and 200 elec- 
trical lamp and appliance manufac- 
turers have been called on. 

This activity is conducted in a sim- 
ilar way to a manufacturers’ mis- 
sionary sales campaign. Each inspec- 
tor reports the quantity of lamps and 
appliances equipped with cords con- 
taining the 5-ft. bracelet label and in- 
dicates the extent to which the deal- 
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YOU are 


an indispensable 


KACTOR 


**$43,000,000 of additional wiring to come as a result of the 
3-year Range Campaign is but a drop in the bucket. Every 
contractor owes it to the future of the business to do his part 
to make this campaign a success. To insure this, he should 
take an active part in getting a Local Electric Cookery 
Council organized now.”’ 


Cnet O Ger 


McCleary-H armon Electric Co., Detroit, Michigan 












: t ‘HE electrical industry is mobilizing in and formulate policies to fit local conditions 
a united drive to sell a million ranges... as well as to sell your customers the 


in the next three years. idea of electric cookery. 

The wiring of these million ranges offers In this the contractor should take an active 
contractors an opportunity for substantial part. Your knowledge of wiring problems, ma- 
profits . . . providing you grasp your op- terials and labor costs makes your advice and 


aps guidance indispensable in determining a range 
portunities in this movement. wiring program that will be equitable to all and 

For only with your help can the problems that will allow you a fair proht. Your contacts 
that wiring presents to electrical range sell- with the public can point the way to many 


ing be properly solved. range sales. 
Act now. Get together with the other con- 
Actual sales depend on your tractors and dealers in your community. With 
Local Council them and your local utility, get your Local 


, : — Council activel hi basis of 
While the Electric Cookery Council is na- en wpieennion. ee ee 


tional in scop ™ “2 soo depends = For further information and assistance, ad- 
LOCAL operation. Local Cookery Councils dress your inquiries to the National Electric 


must be established to standardize practices Cookery Council, 420 Lexington Ave., N. Y. C 


“We've always believed in pushing electric 
ranges, down here in Richmond—but we're 
going to go after the range business harder 
than ever this year. The National Electric 
Cookery Council is under way, spreading the 
story of electric cookery. 

“*Now is the time to promote ranges. We've 
sold a lot of ranges in the past, but we're 
going to sell many more in the future.” 


IRVING MAY 
Vice-President, Thalhimer’s Department Store 
Richmond, Virginia 


NATIONAL ELECTRIC 


“Almost every residence in those large sub- 
urban sections near our cities and in the 
smaller towns, communities and rural sec- 
tions is a live prospect for electric cooking. 
“The Electric Cookery Program affords a 
wonderful opportunity for the co-operation 
of the manufacturers, the utilities and the 
dealers to accomplish this big job."’ 
J. C. HOLTZCLAW 
President, Virginia Electric and Power Co. 
Richmond, Virginia 





COOKERY COUNCIL 
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“We Have Used One of Your 
BENDERS 
With Profitable Results”’ 






Mr. J. T. Dornacher 
Mound City Electrical 
Eng. Co. 

St. Louis, Mo. 


= 


Above is the Greenlee No. 770 Hydraulic 
Bender for rigid conduit. Note how the 
conduit is supported while the shoe on 
the ram is forced against it by hydraulic 
power. It is equipped to handle 1!/4, I!/r, 
2, 2/2 and 3-inch sizes. The No. 775 bends 
2/>, 3, 32, 4 and 4!/2-inch sizes. Thin-wall 
steel conduit can be bent with the No. 770 
by fitting it with attachments, which take 
1%, IY and 2-inch sizes. All of these 
benders are simple to operate and are 
easily portable. 

Se eee eda eae ae eee ae ae eae eee eee 
GREENLEE TOOL CO. 
Rockford, Illinois 

Please send complete information on Greenlee Hy- 
draulie Conduit Benders and Knockout Tools. 


REIGNS ccccccccccccvcccecesovesescs 


GP cvcesoconssccesccccsscceseses 
GERD ccccvceces 


seeeeeeees eee e ee 


My Jobber is 


HIS letter from Mr. Dornacher is 

typical of many others written us 
about the profitable results with 
GREENLEE Hydraulic Conduit Bend- 
ers. And most of them say that they 
pay for themselves on the first job. 
Let that be as it may, however, since 
it is perfectly clear that GREENLEE 
Benders do bend conduit quicker and 
easier than by any other method; that 
they make smooth, even bends with- 
out crushing; and that these bends 
make it easier to pull in wire and 
cable. All of which makes them so 
profitable that it will pay you well to 
investigate. Just use the coupon for 
further information. 


Knockout Tools 


Used for enlarging holes 
in cabinets, panel boards, 
etc. Leave clean, round 
holes. No filing or ream- 
ing. Punches make en- 
largements for % to 
2-inch conduit. Cutter 
makes enlargements for 
1% to 3-inch conduit. 
Simple and easy to op- 
erate. 


GREENLEE TOOL CO. 
ROCKFORD, ILLINOIS 








|ers propose to cooperate in the safety 
movement. The views of dissenting 
dealers are discussed by a committee 
chosen by Mr. Cregier, chief electri- 
cal inspector for the department, and 
all objections are answered by this 
committee. The committee has not 
failed in a single instance to convince 
dealers of the need to cooperate. Calls 
on dealers will be followed by mail 
and a system of personal follow-up is 
now being studied, together with a 
| plan of approach. 

Nationally the move has spread to 
more than 200 communities and the 
inspectors in these communities re- 
port excellent progress. 

The Electrical Cord Manufactur- 
ers now contemplate a publicity and 
industry movement campaign in 106 
cities of over 100,000 population em- 
bodying more than forty million peo- 
ple and it is their intention to push 
the Safety Cord Movement vigor- 
|ously in these cities. 











DISCONTINUES FREE LAMP 
RENEWALS 

In the new rate schedule of the 
Philadelphia Electric Company free 
lamp renewal service is discontinued. 
In stating this new policy the com- 
| pany said: 

“Due to the abuse to which this 
privilege has been subjected; the in- 
creasing difficulty in restricting its 
benefits to legitimate customers of the 
company; the fact that stores where 


| 
| 
| 
| 














COMBINE MERCHANDISING AND WIR- 
ING: The Simpson Electric Co., Cheyenne, 
Wyo., combines merchandising and wiring 
work so that each branch helps the other. 
From left to right is C. H. Simpson, Miss 
Alice Simpson, C. E. Kleckner and E. N. 
Jackson. The latter two gentlemen are 
not reaching for their six guns. For the 
benefit of our eastern readers we publish 
the information that though Cheyenne is 
a live little town it gets wild only when 
the “Frontier Days” season rolls around 
and cow-hands come in from the ranches 
to ride the man killers. 





UMI 





March, 1933 ELECTRICAL CONTRACTING 31 








The self-identifying features of G-E Code Wires 
provide ease, safety and economy in installation at no 
extra cost. Three colored rubber insulations (Black- 
Red-Green) furnish immediate identification for Code, 
Intermediate and 30°/, grades. Eight different colors 
of braids facilitate circuit testing, save time on exten- 
sions and alteration work. 


Each grade of wire is manufactured with the same 
uniform centering of wire in its rubber jacket — the 
same tough braid — “he same hard, smooth and clean, 
moisture-proof finish to insure easy pulling. Overall 
diameters are the n.inimum allowed by the code. Every 
coil is tested, every foot exceeds code requirements. 


Assure “trouble-free” installa- 
tions by using G-E Code Wires. 
For further information see your 
nearest G-E Distributor or write 
direct to Section W-203, Merchan- 
dise Department, General Electric 
Company, Bridgeport, Conn. 


GENERAL @ ELECTRIC 


CODE WIRES 


MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICUT 
(MM EE LATE ACMI SS TT TT aR 
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Thanks for the Contract 











gq “and that makes another job I landed because I showed and sold the 
advantages of the P&?S-Despard Line. I didn’t talk Price. I talked conven- 
ience. I offered value, and here the order comes to me over the ‘phone—and 
with a good profit to it”. 


¢ Mr. Contractor—you have wired many homes in past years. Your cus- 
/ tomers know you and you know the conditions of their electrical wiring. 


¢ Renew your acquaintance with them. Make an appointment for some 
morning between ten and twelve o'clock to tell them your story of con- 
venience and economy by the use of P@&S-Despard materials. 


q Take your Display Kit with you and show the pilot light combination 
which affords a warning signal for basement, garage or attic lights. 


q Make this your “get-in” card and while installing this combination, sug- 
gest the additional outlets that are needed—ask if any of their appliances 
need repairing, and sell the idea of having this work done while you are there 
on the job. Don’t forget the neat radio combination or the convenient and 
inexpensive night light combination for the upper hall or nursery. 


q You can get jobs if you will try out the above suggestions. 


¢ In replacing a defective switch, don’t 

) / install an old style switch. This doesn’t 
create new sales appeal. Put in a P&S-Des- 
pard 1311 switch and a 1331 wall plate. 
They are the modern up-to-date devices and 
will make the other switches and plates look 
ordinary and commonplace—a daily re- 
minder that sooner or later they must all be 
replaced. 


| For further information, see your P&S- 
= Despard Distributor or write direct to 


PASS & SEYMOUR, Inc. 


SOLVAY STATION 
SYRACUSE, NEW YORK 

















KNOWS HIS CUSTOMERS: Genial Martin 
Flynn has a personal acquaintance with 
half the population of Council Bluffs, 
Ia. That is one reason why he keeps 
five men busy, even when general busi- 
ness is off. Flynn’s wiremen have been 
in the business go years or so and 
when competition is keen he sells cus- 
tomers, not on price, but on the skill 
and dependability of his men. 





lamps may be purchased are now 
convenient to every neighborhood, 
and that many of our customers do 
not use the lamp exchange privilege, 
and also use electricity for other pur- 
poses than light—these are among 
the reasons for the discontinuance of 
the lamp renewal practice.” 





REELECT BERGIN TO HEAD BRONX 
CONTRACTORS 

Daniel E. Bergin was reelected 
president of the Bronx Electrical 
Contractors Association January 26. 
Other officers elected are Fred Nach- 
tigall, vice-president; Fred Meyer, 
Jr., recording secretary; Joseph 
Leckart, financial secretary ; Samuel 
Karasik, treasurer and Henry 
Schleyer, sergeant-at-arms. Fred 
Meyer, Jr., was elected trustee for 
one year; Louis I. Waldman for two 
years, and Jacob Mathias, for three 
years. 


MUST REPORT SALES OF MAJOR 
APPLIANCES 

The Durham, N. C., wiring ordi- 
nance has recently been amended to 
provide for sales control by requir- 
ing all sales of portable refrigerators, 
radios and appliances taking more 
than 60 watts be immediately re- 
ported to the city electrician in writ- 
ing, giving the name and street num- 
ber of the purchaser. 

The city electrician expects, by 
this amendment, to be able to make 
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TT use of Steeltubes in the new Tiffany Physical 
Education Building marked the first major installa- 
tion of this modern threadless rigid conduit in the 
city of Springfield, Ohio, and elicited this comment 
from Penquite & Frye Electric Co.—“We are very 
pleased with the results . . . the ease of bending... the 
few tools required . . . the ease of handling . . . the 
connecting feature that requires no threading .. . all 
of which permitted us to install the work at quite a 
saving. We have since used Steeltubes on several 
smaller jobs and in every case it has received the 


Spgahsuiogs 


STEEL AND TUBES, INCORPORATED 
enayi0\ | ee 






« OHIO 


STEELTUBES 
Peccives 


a 
Fi Wa QUTATA 


id Springfield 


TIFFANY PHYSI- 
CAL EDUCATION 
BUILDING, SPRING- 
FIELD, OHIO. Archi- 
tect, W. K. Shilling, 
Springfield; Engineer, 
Carl J. Kiefer, Cincin- 
nati; Contractor, Pen- 
> quite & Frye Electric 
— Co., Springfield; Steel- 
o. ~ tubes furnished by W. 
“< al W. Electric Company, 
Springfield. 


ww 
“ro3N0 concer’ ww 
‘Pr, ,Ee 
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unqualified approval of the owners and architects.” 

The trend of the building industry is toward better 
materials that permit economy in installation. On 
these two points Steeltubes qualifies for every job you 
figure, permits savings while affording the same degree 
of mechanical and electrical protection as old-style 
threaded conduit. Broad code and Government 
approval evidence its general acceptance. 

Your first experience with Steeltubes will open your 
eyes. You will see new possibilities for profit in your 
business. You should write today for complete in- 
formation, or get in touch with your supply house. 
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Your 


public 


accepts Wagner fans 


Why? 





Public oN 


of Wagner prod- 
ucts has built this 


huge Wagner 


plant. Add it te 
your own organiz- 
ation by handling 
Wagner fans. 


Kansas City, Mo. 
Los Angeles, Calif. 
Memphis, Tenn. 
Milwaukee, Wis. 
Minneapolis, Minn. 
New York City, N. Y. 
Omaha, Nebr. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Portiand, Ore. 

Salt Lake City, Utah 
Seattle, Wash. 

San Francisco, Calif. 
St. Louis, Mo. 
Toledo, Ohio 


Because your pub- 
lic knows Wagner 


Many of your customers and prospects have 
Wagner motors on their oil burners; others have 
Wagner motors in their refrigerators, and still others 
have Wagner-manufactured Lockheed hydraulic brakes 
on their cars. The transformers along the lines of their 
electric light and power company are likely to be Wag- 
ner transformers. 


They look to Wagner to help them bring electricity 
into their homes—they look to Wagner to help them 
refrigerate their food and heat their homes. It is but 
logical that they should also look to Wagner when 
there’s a fan to be purchased. And they do! 


That acceptance means a lot to you. It assures you 
that Wagner fans will not involve an undue amount 
of sales effort on your part—and it assures you a profit 
on each sale that remains a profit (not a profit later 
eaten up by service calls and returned stocks). 


Why not tie up with Wagner? Let our nearest branch 
office or distributor discuss this with you. Your public 
will buy Wagner fans. Why not through you? 


WagnerElectric Corporation 


6413 Plymouth Avenue, Saint Louis,U.S.A. 


MOTORS 


BRAK 


TRANSFORMERS FANS 





prompt inspection of the installation 
of all major appliances to insure 
safety by permanent installation, and 
to protect the user against heavy 
circuit losses. 


SCHUMACHER HEADS 
KANSAS CITY CHAPTER 


L. G. Schumacher was elected 
president of the Kansas City (Mo.) 
Chapter of the National Electrical 
Contractors Association at its meet- 
ing on December 27. The other offi- 
cers elected for 1933 are W. T. Foley, 
vice-president and E. L. Fickie, 
treasurer. The executive committee 
consists of L. G. Schumacher, W. T. 
Foley, G. V. Dameron, Fred E. Geiss 
and Jack Squire. 





LLOYD FLATLAND REELECTED 
PRESIDENT 


Lloyd Flatland, Globe Electric 
Works, San Francisco, Calif., was 
reelected president of the Electrical 
Contractors Association of Northern 
California, successor to the San 
Francisco and Northern California 
Electragists, at its annual meeting 
December 21. G. H. Armstrong was 
named vice-president and Edward 
Martin, reelected secretary. Charles 
Shipman and G. M. Kenney were 
elected to the executive committee. 








WILBURN MOVES TO IDAHO FALLS: L. M. 
Wilburn, proprietor of the Wilburn Elec- 
tric Co., formerly of Cody, Wyo., moved 
to Idaho Falls, Idaho, on September 1. 
In addition to doing an electrical con- 
tracting business, he has opened a very 
attractive store at the Falls, which is a 
three-way effort at merchandising as the 
store is devoted to electrical appliances, 
gifts and novelties and musical instru- 
ments, including pianos. Grove C. Smith 
is assisting him as salesman in the store. 
In the picture, Mr. Wilburn is at the right 
and Mr. Smith at the left. 
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Save the unnecessary 
a 


lead-sheathed cable joints—rubber, var- 


> 
nished cambric and paper-insulated— 9 p ic } Nn e 


one quick, neat, simple, non-waste job. 

* 
When you buy lead-covered cable, mate rial 
order GENERAL CABLE UNIT PACKAGES 


of splicing materials to match! They 











save time, materials, assembly. They 
save storeroom space. 


Order from your Electrical Wholesaler— 
or write us for full particulars and prices. 


oo | VALAYE 


a # Ap 
QY ' 
. 


&é 


GENERAL CABLE CORPORATION 


420 LEXINGTON AVENUE, NEW YORK CITY . OFFICES IN PRINCIPAL CITIES 
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In The ROCKWOOD Drive 


THE MOTOR DOES 
TWO 


JOBS 


ENERGY OF MOTOR 


@In ordinary drives, the motor does 
only one job. It converts electric 
current into mechanical power. 


In the ROCKWOOD Drive, the 
motor not only develops power but 
also controls the delivery of that 
power all the way to the driven ma- 
chine. 





DEVELOPS POWER 


Instead of a conventional rigid 
mounting, the motor is mounted on 
a free-swinging pivot shaft. Thus 
the weight of the motor, lightly 
cradled in the belt, automatically 
maintains proper tension in the belt 
for dependable and efficient delivery 
of its power at all times. 





2) WEIGHT 
OF MOTOR 

CONTROLS 

POWER 





It is this definite control of power 
delivery that enables the ROCK- 
WOOD Drive to give satisfactory 
performance where other drives fail. 
The ROCKWOOD Drive is simple 
—compact—clean—quiet—safe—and 
moderate in first cost. It is easy to 
install—has high sustained transmit- 
ting efficiency—and requires mini- 
mum maintenance. No other drive 
offers so many advantages! 







MOTOR PIVOTS HERE 


Extra Profits for Motor Dealers 
. ug ©=—NO STOCK TO CARRY 


If you sell and repair motors for industrial 
customers, make extra profits selling and 
installing ROCKWOOD Drives to their 
driven machines and lineshafts. Stock sizes, 
for immediate delivery, for all motors up 
to 100 H. P. Larger sizes, up -to 500 
H. P., built promptly to order. No stock 
to carry. Fill orders from nearby ware- 
house or direct from factory. Get your 
share of this profitable business. Write 
today for full information. 


THE ROCKWOOD MANUFACTURING CO., Indianapolis, Ind. 
THE OHIO VALLEY PULLEY WORKS, INC., Maysville, Ky: 


Divisions of General Fibre Products, Inc. 


maT. i 








S==iwDRIVE 
SHORT-CENTER FLAT BELT 


D ROCKWOOD 


PULLevs tHat PULL BELT-PULL 


For all motor drives. Renews grip in old belts. 
Over 2500 stock sizes. Write free sample. 





A 
ROL 

O'’ 
TAPE 


ELECTRICAL FLASHES 
GATHERED AMONG THE 
BIG WIRE AND PIPE MEN 


BY 


ELECTRICAL CONTRACTING'S 
FIELD EDITORS 


J F. Zweiner, pioneer electricai con- 
* tractor of San Diego, Calif., has 
found that specializing in burglar alarm 
installation and maintenance during the 
present time has been a life-saver. Dur- 
ing a recent heavy storm, the sensitive 
systems over which he has maintenance 
jurisdiction more than proved them- 
selves susceptible to even the slightest 
shock. 


——_—__ 


FIGHT Y-EIGHT percent of the homes 
started in Kansas City, Mo., in 1932 
were Red Seal wired. If in times of 
depression, when selling is supposed to 
be hard, people can be sold adequate 
wiring, what can’t be done when busi- 
ness improves? 


C: F. Boynton, formerly chief inspec- 
*tor of the Department of Water 
Supply, Gas and Electricity for New 
York City and later district sales man- 
ager for National Electric Products 
Corp., Pittsburgh, with headquarters in 
New York City, is now connected with 
NEMA as assistant to H. B. Kirkland 
on uniform legislation activities. 


A L. Oppenheimer, president of En- 
* terprise Electric Lighting Fix- 
tures, Inc., and one of Cleveland’s out- 
standing electrical pioneers, was enter- 
tained at a surprise luncheon on his 
sixty-fourth birthday January 25 by 
thirty-five leaders of the industry in 
Cleveland, mostly jobbers and contrac- 
tors. He was presented with a facsimile 
of the earliest photograph of Abraham 
Lincoln, after whom he is named, and 
an engraved tribute to his services to 
the industry, signed by all present. W. 
W. Clark, president of Dingle-Clark Co., 
acted as chairman. Mr. Oppenheimer 
has been engaged in the electrical busi- 
ness continuously for forty-three years. 
He made his start by riding about the 
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The little precautions | 


which makea =" 


great motor! 






OU can make motors by the thousand on the production 

line—but if you want the refinements and precision which 
are necessary to make a truly great motor, you must use labora- 
tory methods. 


In the F-M plant, these laboratory methods are not merely a 
central check to secure average results. They are a complete 
and thorough series of measurements and operations on each 
: motor that goes out bearing the F-M nameplate. 






Checking vibration of finished F-M Motor. Special 
vibrometer records vibrations to .0001 inch sensi- 


Rotors for example: Made strictly to rigid spe- eivity. 


cifications, each rotor is individually tested and 
compensated to close limits of dynamic balance, 
and after assembly the completed motor again 
tested to make certain that vibration will not 
shorten the long service life for which these 
motors are noted. ' 


It is in these small and detailed laboratory 
methods of testing and elimination of defects 
that F-M motors achieve their greater ability 


to serve. Automatically recorded line test for completed motor. Complete set of 
charts from meters accompanies motor to receive final approval or 
rejection. 


It is the reason why the electrical contractor 


can depend upon F-M Motors to fully live up 
to his recommendation. It is the reason why 
sO many contractors specify “F-M Motors” as 
an outstanding reason for getting the contract. 


Complete information and descriptive literature 

sent on request by writing Fairbanks, Morse & 

Co., 900 South Wabash Ave., Chicago. 32 ‘ 
branches at your service throughout the United 
States. 





Dynamic balancing machine for rotors. Has special neon indicators. 


BAN KS -MORSE 


MOTORS 


WEIGHING 









EQUIPMENT 


5856-EA40.50 
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streets on a bicycle with a coil of wire | 
over his shoulder, soliciting doorbell { 

jobs and making the installation on the / 

Lomemunneinl spot. i 


insist on OHN Simmons of the Simmons Elec- 


tric Co., Birmingham, Ala., writes 
that he has a scrap book “ * * the mate- 
rial for which I have gotten mostly 
from ‘EtecrricaAL COoNTRACTING, which 


some day I would like to see you pub- 





° lish (probably as a premium for sub- 
Appr oved Explosion-pr oof P roducts scriptions). The chapter headings are: 
Protect yourself from risk of rejected jobs a. Sante Ceonvens and ideas). 2. Ke 


tional Electrical Code (questions and 


answers). 3. Legislation as pertaining 

- to the electrical industry. 4. Wiring 

No. ttn ae ee — methods and diagrams. 5. Labor saving 

— ond won Emacs 4 the aon ar eniiees tricks and methods. While I have not 

and Plugs. kept a record I know the clippings have 

been worth a good many dollars to 

We make a variety of only five Junction Boxes me.” Has anybody else anything like 
which will meet all of the new code requirements this? 


for Gasoline Filling Station Pump installations. 





INSON’S Electric Service Co., Los 


Angeles, specializes in authorized 
The USM-2 Swivel Unions make the connection of 


factory service for ten leading manu- 
out-of-line or crooked conduits to Junction Boxes facturers of appliances. 
easy. 





ELL trained employees are an as- 
The UM-2 Straight Unions and UL-2 Elbow Unions are : : 
commonly used om the average job. VV set, according to R. T. Hyre, indus- 
trial electrical contractor of Chicago. 
He recently sold a 48 motor and control 


installation. It is practically in, within 
The UR-1 Conduit Reducers for the UM-2 straight 34” 





the estimated time, and he has not seen 
Unions and the URS-1 Conduit Reducers for the USM-2 it as yet. He puts his time in selling jobs 
34” Swivel Unions are used on jobs havint. \%” conduit instead of supervising them. 
and which will convert these Unions from conduit con- 
nection to 4%” Junction Box connection. 
CE-Conduit Extension 4%” or %4” will save the day where ICK QUIMBY of Tampa, Fia., has had 
conduits are just a bit too short to make the connection. only one ladder stolen in five years, and 


only one hickey and one die stock stolen 
in three years. The secret lies in the 


1 h 
CR-2 Conduit Reducers 1” to %” or %%” to 4” also are a a = pork — - 
a handy and welcome convenience to the workman. trade mark of that company. One ladder 
disappeared eighteen months but the 
No. 52-EP Explosion-proof interlocked Receptacle eagle eyed Mr. Quimby saw it bowling 
and Switch and the No. 52-PE Plug for same for 2 up the street on a truck. He gave chase 
pole 20 Amp. 250 volt A. C. or D. C. has 1 and 2 and repossessed his property. Even Mr. 
H. P. rating, also the No. 52-ESX Switch are for Quimby’s favorite straw hat is painted 


hazardous locations. with the red and green enamel of his 

Where a Sealing-In Fitting is required to seal up trade mark. 

conduit runs, the No. SF-l1—%” or No. SF-2—%4” 
ed with RALCO A ed Seali d, ‘ 

i Aa— ALIFORNIA Electric Works, 424 


The RALCO Li cR . aPi Eighth Ave., San Diego, Calif., is 
e ne of Keceptacies and Flugs are ex- planning to celebrate its thirteenth an- 
pensively weed by ane — Some business may niversary on April 10. The company is 
dy Bee Amar > ae and sudouing a cooperative enterprise owned by its 
for repairs or improvements. aii various department managers. 

















Our January advertisement in Electrical Contract- 


ing illustrates a variety of our products. OMING into Red Bluff, Calif., we 

found a contractor doing his bit to 
Write for Bulletins on our full and complete line. help create business in his own com- . 
Approved and Safe. Your Jobber can supply you. munity, by taking this time to completely 





remodel his store. This was the Thackery 


Electric Co. And the largest wiring job 
RALCO MANUFACTURING CO. in town had also fallen to his lot—the 


new Masonic Temple. This would run to 

SED 3S. Ana Bets See about $3500. The most important part was 

— ye , the switchboard to take care of a load 

e.. yo Philedeiohia knee ug which will run over 396 amperes at 80% 








demand. The front will be lighted by 
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MAGNALUX 


N these building modernization jobs that are 

active today—why not add the sales appeal of 
Magnalux Luminaires to your bids for the lighting 
end of this work? 


Their distinctive simplicity and beauty of design 
will strongly appeal to the building owner, his ten- 
ants, or the architect in charge of the job. 


And here are other outstanding features that will 
make your selling easier: 


Soft, diffused, semi-indirect light . . . Elimination 
of glare, dark spots, hazy Twilight Zones* . . . Un- 
equalled efficiency of more than 90% of lamp output 


Wwe irs 


—THAT SELL 


MODERNIZATION 
JOBS 


LUMINAIRES 


. . . Patented semi-rigid suspension that minimizes 
installation time . . . Semi-rigid hanger of chrom- 
ium-plated heavy-gauge brass that hangs vertically 
from uneven ceilings . . . Cleaning and relamping 
that requires only one chain disconnection. 


Call the Westinghouse office near you for a copy 
of D.M.F. 5470 which contains complete information, 
or address us at Room 2N, East Pittsburgh, Pa. 


Westinghouse ® 


T 79475 


*Twilight Zone—the deceptive half-light between obvious darkness and adequate illumination. 


COMBINATION POSSIBILITIES OF MAGNALUX LUMINAIRES 
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Small Jobs—but Lots of ‘Eml 





That's the best bet for the 
wide-awake Contractor at 
the present moment 


Throughout the country some con- 
tractors are busy — making money!— 
while others are idle. WHY? Is 
price-cutting the secret? NO! They 
STIR UP BUSINESS that otherwise 
would not exist. HOW? By going 
after the small jobbp—EXTENSIONS 
AND ADDITIONAL OUTLETS, 
etc., etc.—that are always waiting to 
be picked up, and which people are 
always glad to have done by the alert 
contractor who goes around and points 
them out! 


“Small jobs but plenty of them—at 
a fair profit on each!” That’s their 
secret —and your best selling argu- 
ment! 


It pays to go after this business 
with Wiremold 


Wiremold simplifies this work —in 
fact makes it possible in most cases. 


THe Wiremo.Dd Company 





No. 5743 9 





Ge Use No. 500 


Series Elbows 
with No. 500 


No. 512 
Wiremold 
Costs less 
No. 517 
and makes a 
neater job! 
No. 518 











The customer is pleased with a neat 
job at an attractive price—and the 
contractor makes his profit! 


HARTFORD, CONN. 














THIN MODEL 


—w here Service and 


Adaptability Count 





an ) sw 
INE \ fl) The Levolier Thin model Switch No. 41 is an 


achievement in small switches. The above actual 
size picture shows it is less than % of an inch 





in thickness. . . In spite of its smallness, it 
retains all of the practical characteristics of the 
4 famous Levolier line. It is the smallest 6 amp. 
switch made. 
At the left are shown sixlogical uses for this practical Levo- 
lier, which may be i lengths. 


You'll make no mistake in ordering 
these Levolier Thin Model Switches 


in three different stem | 


Flectrical Specialties of Qualrt 





Box No. 670 





means of a new application of floodlights 
worked out by the Thackery Electric and 
power company, the floodlights being 
mounted in bottomless urns and the light 
being directed downward as well as up- 
ward. They are, therefore, almost flush 
with the face of the building instead of 
being located across the street as in or- 
dinary: floodlight illumination. 





ORTHERN Electric Co., Seattle, 

Wash., recently opened its marine 
electrical department, a function which 
it discontinued two years ago. N. V. 
Brown, manager, feels that the field for 
such work has reopened for his com- 
pany. 





DDITIONAL work for the con- 

tractor results in the penchant of 
inhabitants to move their houses from 
one location to another. Four firms in 
St. Petersburg, Fla., a town of 42,000 
population, make a business of house 
moving. The Granite State Electric 
Company, St. Petersburg, wired seven- 
teen of these houses that were moved to 
new locations on the beach. When mov- 
ing is done wiring must be brought up 
to new code rules. 





ITH its previous ordinance held in- 

valid by Judge Nephi Jesen, Salt 
Lake City, City Attorney Fisher Harris 
rushed to the city commission early in 
January with a new ordinance for pas- 
sage. The old ordinance was thrown out 
after injunction proceedings had been 
brought by C. Lemont Felt, of Felt Elec- 
tric Supply Co. Particular attack was 
made on the old ordinance on its licens- 
ing of contracting electricians. The city 
was left in a position of not being able to 
issue permits for wiring except to licen- 
sees. The new ordinance includes an 
electrical inspection department and re- 
tains the regulation of electrical installa- 
tions. 


AURICE H. SEID, member of the 

firm of Dowd-Seid Electric Co., 
San Francisco, was recently elected pres- 
ident of the Mission Street Merchants’ 
Assn., for which organization he has 
served five years as second vice-presi- 
dent. 





-P.A.C.—what does that stand for? 

According to Mr. and Mrs. W. D. 
Evans of the Salinas Electric Co., Salinas, 
Calif., it is a trick name derived from 
the ancient Greek and means “gas plugs 
at the curb.” It is a term that they have 
devised tc fit the new home they are 
building, and as far as our dumb intelli- 
gence could construe it means: “Gas, stay 
away from my do’.” From all informa- 
tion gathered, this will be the most fully 
equipped home from an electrical stand- 
point to be found anywhere,—doors open- 
ing and closing with electrical buttons, 
electrical appliances of all desription; 
trick lighting effects, two outlets in every 
wall, and last but not least an electrical 
annunciator which will inform Mr. Evans, 
three months in advance, of every wiring 
job that is going to come up within a 
radius of six counties. 
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PRACTICAL 








METHODS 


SHEAVE INSIDE BOX HELPS PULL 
CABLE 





To pulling cable into a box set in 
tight quarters, when the pulling is to 
be done towards the inside of the 
box, is quite a job especially when 
there is no way of mounting a tackle 
block inside the box. To get around 
that problem Paul Honold of the 





Sheave Inside Box 


Chas. A. Honold Company, electrical 
contractors of Sheboygan, Wis., de- 
vised a sheave arrangement that 
would fit inside the box, give the 
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Sketch of Sheave 























cable the right bend and afford a 
leverage for the pul! by resting the 
weight of the pull against the con- 
duits and the back of the box which 
is mounted against a concrete wall. 

Two steel bars about % inch thick, 
14 in. wide and long enough to fit 
the corners of the box at an angle 








ZFKRYE 
SELL 


A TIME SWITCH 


YOU CAN GET FROM 
YOUR JOBBER'S STOCK 


No matter where you are—no matter what the applica- 
tion required, you can get a Sangamo to fill it. 











For your protection in getting that order where quick 
delivery is essential, Sangamo has established a jobber 
stock in every city of 50,000 population or over, as well 
as scores of smaller jobbing centers in the United States. 


When delivery means an order, ask for a Sangamo. 
Where dependability of operation assures continued busi- 
ness, sell a Sangamo. Where a specific time switch ap- 
plication is needed, you will find one to fill the bill in 
the Sangamo line. 


Ask your jobber for a Sangamo. 





SANGAMO ELECTRIC CO. 
SPRINGFIELD, ILLINOIS 
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In actual comparison, Fretz-Moon Conduit bends 25% 
easier than ordinary rigid conduit. It also bends freely 
to any requirement without distortion, flattening at the 
bend, opening at the weld, scaling of the galvanizing 
or cracking of the glass-like enameled inner surface. 

All three Fretz-Moon brands are free-bending— 
ENAMELITE, black enameled; ELECTRO GALVITE, 
electro-galvanized; HOT DIPPED GALVITE, hot 
galvanized by a special process. 


FRETZ-MOON TUBE CO., INC. 
BUTLER, PENNA. 


TRETZ-MOON 


RICG/D CONDUIT 





Beating Competition 
with Brains 


Competition is tough in the electrical 
contracting business these days; and 
every day it gets worse. Successful 
contractors have found they can 
beat fly-by-night competition best 
by using their brains, and by educat- 
ing their responsible employes. You 


can help your head men to keep 


abreast of the times and save you 
money by sending each his own copy 
of ELECTRICAL CONTRACTING. 








are bolted together at each end and 
the sheave is set in place between 
them on a pin that can be easily re- 
moved and set into one of the three 
positions the bars are drilled for. The 
diameter of the sheave and the size 
of the groove depend entirely on the 
clearance in the box and the size of 
the cables to be pulled. 





BUS BAR BENDER 

A sturdy yet simple copper bus bar 
bender has been developed by the 
Squire Electric Co., Kansas City, 
Mo., and extensively used by them 
on a recently completed large project. 

It is a vise like arrangement built 
out of cast iron, mild and cold rolled 
steel. The. body is of cast iron with 
an insert of mild steel extending 
half-way across the front from the 
bending end. After the mild steel 





View of bender showing bar clamped 
in place ready to be bent. 


is inserted the face of the body is 
planed and slightly channeled to give 
it an accurate smooth surface against 
which the bars are set. The channel 
holds the bar to an accurate hori- 
zontal line. The bending end of the 
mild steel face is machined and 
rounded off to give the radius for the 
bends. In addition the ends on the 
top and bottom are fabricated for 
the hanging arrangement of the 
bending bars and rolled. 

The copper bars are clamped 
against the face of the bender with 
a hinged % in. by 4 in. cold rolled 
casehardened steel plate which is held 
tightly against the bar by a dog that 
fits over it from the top. The hinged 
plate has a screw arrangement which 
by a single turn tightens or loosens 
the plate against the bar. 

The hinged frame with the bend- 
ing roller and pins is made of % in. 
by 2 in. cold rolled steel and held 
together with a 1 in. by 8 in. ma- 
chined and threaded bolts. 








UMI 








March, 1933 


ELECTRICAL CONTRACTING 43 








NE 





a 


A DEPARTMENT FOR THE ANNOUNCEMENT OF ACTIVITIES 

OF MANUFACTURERS THAT ARE OF INTEREST TO CON- 

TRACTORS, SUCH AS CHANGES IN EXECUTIVE PERSONNEL, 
BRANCH OFFICES, NEW PRODUCTS, ETC. 





NEW DISTRIBUTOR FOR R.C.A. 
PRODUCTS 

The Commercial Radio-Sound 
Corp., 570 Lexington Ave., New 
York City, with Alexander Fisher as 
president and A. Lincoln Bush, treas- 
urer, has been appointed as author- 
ized distributor of RCA-Victor cen- 
tralized radio and sound products in 
the metropolitan area. 

The company who have had con- 
siderable experience as contractors 
intend to develop the sale of this 
apparatus in cooperation with elec- 
trical contractors, and assist them 
with the necessary engineering and 
sales promotion. 





MODERNIZATION 

A booklet entitled “Modernization 
Pays” has been published by General 
Electric Co., Schenectady, N. Y., 
stressing electrical modernization of 
industrial plants and stating exam- 
ples where modernization has saved 
industrial plants large amounts of 
money. The booklet urges that ex- 
ecutives of manufacturing and bank- 
ing organizations give careful thought 
to all modernization plans submitted 
by competent people within or with- 
out their organizations. 





ULTRAVIOLET LAMP BOOKLET 

A new booklet on ultraviolet lamps 
issued by the Westinghouse Lamp 
Company, Bloomfield, N. J., contains 
a comprehensive story on the techni- 
cal aspects of these radiations and 
their application to various industrial 
and commercial uses. 

Beginning with a definition of 
ultraviolet, it discusses from every 
angle the effects and conditions of 
its use. Theory of operation and 


electrical characteristics are also 
taken up in simple language along 
with a discussion on the output of 
various Westinghouse ultraviolet 
lamps. Such problems as current 
limiting devices, reflector equipment, 
and fixture design are explained in 
detailed form so as to assist the di- 
rect user or manufacturer in every 
way. 

Limited copies of this booklet, 
“Westinghouse Ultraviolet Lamps,” 
may be obtained from the Commer- 
cial Enginering Department, West- 
inghouse Lamp Company, Bloom- 
field, N. J. 


ALLEN WITH GLEASON-TIEBOUT 

Gleason-Tiebout Company of 
Brooklyn, N. Y., announce the ap- 
pointment of Joseph H. Allen as 
their representative for the entire 
middle-west. Mr. Allen, formerly 
general manager of the Inland Glass 
Co., is now located in the 20 N. 
Wacker Drive Building, Chicago, 
where the Gleason-Tiebout line of 
illuminating glassware is on display. 





Electric Service Supplies Co., Phil- 
adelphia, Pa., has terminated its con- 
tract with Appleton Electric Co., 
Chicago, Ill., for the exclusive sale 
of its Golden Glow floodlight pro- 
jectors, and will handle the sales di- 
rect through its own distributing 
organization. 





The Paine Company, Chicago, IIl., 
announces the appointment of Claude 
A. Pearson, 163 Second St., San 
Francisco, Calif., as representative 
for its line for the San Francisco 
territory. 








A 


TIME SWITCH 
BUILT to LAST 


VERY detail of the T-13 has 
been engineered toward a 
common end: To produce a time 
switch that you can rely upon to 
perform your customer’s job year 
after year without trouble, main- 
tenance, and inspection. That is * 
why the Telechron motor was 
chosen as the timing element. 
That is why the mercury-to- 
mercury contact Kon-nec-tor— 
which never wears out in service— 
was chosen as the switch. The 
T-13 is the ideal general-purpose 
time switch because it is accurate, 
reliable, simple, economical, and 
widely adaptable — yet, with all 
this, moderately priced. 


621-29 


GENERAL 
ELECTRIC 


MAIL THE COUPON FOR COMPLETE 
INFORMATION AND PRICES 


Address: General Electric Co., Schenectady, 
N. Y., Room 307, Bldg. No. 6. 
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Power-Factor Capacitors 


A line of capacitors for power-factor 
correction, treated and filled with Pyr- 
anol, a dielectric material, is announced 
by General Electric Co., Schenectady, 
N. Y. Individual unit consists of one 
or more flattened rolls of paper and 
aluminum foil, pressed together, and en- 





losed under Pyranol in a hermitically- 
ealed steel case. Each roll has two 
sheets of foil separated by thin lamina- 
tions of paper, and are connected in 
either one, two, or three groups for 
single-, two-, or three-phase units. The 
leads are brought out of case through 
porcelain bushings. Box-type capacitors 
for indoor service can be connected di- 
rectly to motor terminals or to line side 
of motor switch. Units are enclosed in 
welded sheet-steel cases and provided 
with conduit boxes. The line also in- 
cludes box-type units and small rack- 
type capacitors, both for indoor service. 





Photo-Cell 


A compact photo-electric cell outfit is 
being produced by the Western Electric 
Co., New York City, known as photo- 
matic equipment. The system, designed 
by Bell Telephone Laboratories, con- 





sists of two small units—one the light 
source and the other a light-relay 
which contains the photo-electric cell, 
both designed to operate from commer- 
cial 50-60 cycle, 115 volt a.c. mains. 
Equipment may be arranged to open 
or close an electrical circuit on either 
the interruption or completion of light 


beam. Light unit is 5% in. square at 
base and 8% in. high. Socket for lamp 
is mounted on hinged arm to allow fo- 
cusing the light; condensing lens is 
easily removable for cleaning; light re- 
lay unit, which contains the photo-elec- 
tric cell, an amplifying vacuum tube, a 
relay and associated apparatus, is 7 in. 
square at base and approximately 6% 
in. high. Cast aluminum housing has a 
window 17s in. in diameter. 





Fuse Clamp 


Ideal Commutator Dresser Co., Syca- 
more, Ill, announces fuse clip clamps 
for knife blade fuses in two sizes—No. 
102 for 100 and 200 amps. and No. 412, 
for 400 to 1200 amps. In order to ap- 





ply slip clamp over switch fuse blocks 
after fuse is in place and by turning 
down on machine screw, lever action is 
brought into play which closes jaws of 
clamp in vise-like action. Fuse clip 
clamps are also available for ferrule 
type fuses. 





Service Light 


Revere Electric Co., Chicago, IIl., an- 
nounces the Revere Service-Lite for use 
in pits, viaducts and tunnels. Unit has 
a body of cast aluminum, with two 
heavy-duty molded rubber gaskets that 
seal joint between cover, frame and 


body fixture. A brass ring is used to 
hold glass in place and brass screws are 
also employed, the entire construction 
being rustproof. Reflector is designed 
to give a 45 deg. angular light from 
horizontal. Manufacturers claim that 
glass cover is strong enough in con- 
struction to require no guard, and per- 
mits flush construction. 
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Weatherproof Circuit Breakers 


A line of weatherproof circuit break- 
ers in capacities up to and including 50 
amp. is announced by Square D Co., 
Detroit, Mich. These breakers are con- 
tained in a box provided with a water 
shed top and cover. A 1-in. pipe fitting 
in top and knockouts in lower sides and 
bottom permit conduit connections. 
Main cover slips in under water shed 
and can be padlocked or sealed in place. 
An auxiliary spring lid protects breaker 
handle and a water shed under lid pre- 
vents water from entering at handle 
opening. Breakers are manufactured in 
two and three-pole, solid neutral, 125, 
125-250 volts and may be provided with 
meter test features. 


Capacitor Motor 
A “built-in” capacitor motor is now 
being manufactured by Howell Electric 
Motors Co., Howell, Mich. The capaci- 
tor is built inside the motor frame, is 





compact, and light in weight. Type Cl 
motors are furnished either with waste 
packed sleeve or double sealed ball bear- 
ings. For sleeve bearings a large oil 
reservoir is provided with wool yarn. 
Ball-bearing motors are grease packed. 
Motor is rated 110 volts, single phase, 
60 cycles, 1735 r.p.m. 
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McGRAW-HILL 
HANDBOOKS 


for 
practical 
electricians 








1. Abbott's 
NATIONAL ELECTRICAL 
CODE HANDBOOK 

. first handbook of its kind—simplifies the 
Electrical rules— 


rules are Boy in simple language 
Gives diagrams and definitions to make 
clear. Electrical World says, “So com -~- a 
as guide that it may well relegate 
itself to the status of a last court of selevenee.” 
460 pages, 434 x 7%, illustrated, $3.00 


2. Croft’s AMERICAN ELECTRI.- 
CIANS’ HANDBOOK 


Recently published, a full p-to-date 
third edition of this useful hand ) wire- 
men, contractors, linemen. plant superintendents 
construction engineers. Packed with practical 
facts and useful reference data on generators 
and motors, outside distribution, selection, in- 
stallation and operation of 

——> gyn gS electrical — 
ho er, etc. 1051 pages, 

, flexible, ange illustrated, $4.00 


3. Kushlan’s HANDBOOK OF IN. 
DUSTRIAL ELECTRICITY 


Expressly planned as a reference book for elec- 
tricians ¢ in installing and maintaini 
electrical equipment | in residential, comm 
and industrial buildings and outdoors. Covers 
wiring, inspection, maintenance. Special atten- 
tion given to estimating, reading plans and dia- 
grams, classifying equipment, etc. Beside the 
standard indoor and outdoor installations, includes 
information on radio circuits, electric heat appli- 
cation, wiring of gas-driven vehicles, ete. 525 
pages, 4% x 7, flexible, fully iuetrated, $400 


4. O’Rourke’s GENERAL ENGI- 
NEERING HANDBOOK 


A compact, practical handbook presenting the 
fundamental data of electrical engineering, me- 
chanical engineering, civil en eering, and engi- 
neering mathematics. Gives the electrical worker 
uick access to most iupertant methods, specific 
acts, essential formulas, etc., in all fields of 
engineering as well as his own. 921 pages, 5x 7%, 
flexible, illustrated, $4.00. 


See these books 10 days FREE 
Send this coupon 


eee 


FREE EXAMINATION COUPON 


' 

' 
oe Hill Book Co., Inc., ' 
0 W. 42nd St., N. ¥. C. : 
pad me the books we a oe for 10 } 
days’ free examination those , 
I keep and returm the one “within 1 10 days o 
receipt. 
: 

' 

' 

' 

‘ 

‘ 

' 

' 


National Electrical Code Bente. $3.00. 


American Electricians’ 00. 
Handbook of Industrial Electricit ; 00. 
Handbook, 
i cecccctcocsccevcesiesncéocnssetescnneces 
We icici. bs stccaii cesta ' 
NT IRIN 05 cs cadieenintnebebliicnens ' 
' 
thas Reb iscsi sitsiningdtendcartdeneane ; 
Company 
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: General Engineering 
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KNOX OPENS NEW YORK DISTRICT 
SALES OFFICE 

A sales office and warehouse has 
been opened in New York City by 
the Knox Porcelain Corp., Knox- 
ville, Tenn., located at 200 Broad- 
way, with J. W. Tompkins, district 
manager. Stocks of all types of wir- 
ing devices, standard porcelain, etc., 
will be carried in order to serve the 
states of New York, New Jersey and 
Connecticut. 

The company also announces the 
appointment of D. O. Hollie, for- 
merly manufacturer’s agent for Knox 
in Chicago, as district manager cov- 
ering sales in Indiana, Illinois and 
Wisconsin. 





GRAYBAR TO DISTRIBUTE SILVRAY 
LINE 


The complete line of Silvray 
Lighting, Inc., New York City, is be- 
ing distributed through the branches 
of the Graybar Electric Co., New 
York. This line includes silver proc- 
essed incandescent lamps, industrial 
reflectors for use with bowl-silvered 
lamps and indirect commercial light- 
ing units designed for use with proc- 
essed lamps, as well as Silvray in- 
direct luminaires. 





R. D. BLACK NEW SALES MAN- 
AGER OF BLACK & DECKER 

Robert D. Black has been appoint- 
ed sales manager of The Black & 
Decker Manufacturing Co., Balti- 
more, Md. 

Previous to this appointment, Mr. 
Black served as advertising and sales 
promotion manager and branch man- 
ager of sales in the Pennsylvania 
territory. He has a background of 
shop and sales experience. 





“Switchboard Manual” introduc- 
ing the new “R.B.I.” switchboard 
has just been published by the Trum- 
bull Electric Mfg. Co., Plainville, 


‘|Conn. This booklet covers the devel- 


opment of switchboards from wood 
to modern sheet steel, installation 
and erection of switchboards, esti- 
mating data, engineering data and 
specifications. 





Westinghouse Electric Supply Co., 
150 Broadway, New York, announces 
the appointment of Marshall Adams 
as sales promotion manager, in 
charge of the promotion of all lines 








U. S. PAT. REISSUE No. 14401 
APPROVED BY UNDERWRITERS 


SOLDER CANNOT LEAK OUT 
NO MESS — NO WASTE! 
o 
HEAVY DUTY SOLDERING LUGS 






HIGH 
QUALITY 


ORDER FROM YOUR JOBBER 
WRITE FOR LITERATURE 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK MICHIGAN 














Mr. J. E. Heaps 


of Altoona, Pa. 






HERES A QUICK WAY T0.4 


SALES ws 
0 


Writes J. E. Heaps Elec. Co. who 
have sold nearly 100 Chromalox 
Super-Speed Range Units, “We 
hope to many more in the 
next few months. Anyone can sell 
Chromalox above everything else 
at this time.” 





G. AFTER REPLACEMENT RANGE UNIT ORDERS 
with Chromaiox Units Clapp & Leach sold 54 units 
in 4 weeks. _. Pa. dealer made $136.50 
in 2 months. Richmond, Va. contractor sold 
48 units in 4 months, made $187.20 profit. 
Chromalox replacement units are a money- 

ing depression-proof i item. 
Range owners want to buy 
yy Easy to P 7 . sizes 
to fit every make of range, 
old or new. Write for sure- 
fire sales plan already in 
use by many power com- 
panies and dealers every- 


Liberal 8 
FREE sales helps, etc. No 
obligation. 


You can do it, too! 








L. Wiegand Co., 7585 Thomas 
W sibow , coeecten, send us at ey 
lox Super-Speed Replacement sonae Units 
ond Be we can > aon sellin snare 
anges in — 
serve. Check which “F } We sell elec. ranges { We 


{ } Send us catalogs about 
ranges. 


are approx. 


eeeeee 


do not sell elec. ranges. 
malox-equil e 











March New Products 








Floodlight 


A weatherproof floodlight for decora- 
tive and general purpose floodlighting is 
being marketed by Electric Service Sup- 
plies Co.. Philadelpha, Pa. Body of 
unit is made of aluminum with sheet 
steel, hot galvanized base with four 
holes for mounting on flat surfaces, and 
hot galvanized steel trunion. Reflector 
is of aluminum, and etched to provide 
mat reflecting surface with heat resist- 
ing, plain glass front lens held in place 
by metal retaining ring. Units are sup- 
plied with 8 ft. of rubber cable and non- 
breakable plug. Net weight of unit with 
base is 3% lbs. Colored lenses in 
either amber, red, blue or green can be 
supplied in addition to clear lens. 





Air Conditioner 


General Electric Co., Schenectady, N. 
Y., announces an air conditioner de- 
signed to operate in conjunction with oil 
furnace for application to warm-air 
heating systems. Unit is built in a 





square, sectionalized, vertical cabinet, 
finished to harmonize with the oil fur- 
nace and basement finshings. The up- 
per section, which may be detached 
from the lower and turned to face in 
any one of four directions, contains the 
heat exchanger, humidifier and outlet 
manifolds for connection to basement 
leader system. Lower section is 
mounted on four pipe legs by which 
conditioner is elevated to within a very 


small distance of ceiling to allow direct 
connection of leaders without requiring 
use of elbows or angle fittings. Main 
body of lower section contains blow- 
ers, motor, filters and control box. 
Humidifier has ample evaporating 
capacity to provide proper moisture con- 
tent in the air. 





Plug Fuse Indicator 


LaMar indicator and plug fuse for 
use in all plug circuits, is being mar- 
keted by The Great Western Fuse Co., 






New York City. The indicator is pro- 
tected by resistance element so that no 
surge of current within limits marked 
on indicator will injure lamp. As soon 


as fuse is blown, indicator shows a red- 
dish glow light. 





Relay 


The Dunco ratchet type relay is an- 
nounced by Struthers-Dunn, Inc., Phila- 
delphia, Pa. Unit is compact, mounted 
on base 5 x 3 in.; overall depth 234 in.; 
housing 77% x 5% x 3% in. deep, out- 
side dimensons. The energizing of coil 





moves the pawl, engaging a ratchet, 
which moves a cam or cams to open or 
close contacts. By minor adjustment of 
cams moving the contacts together with 
a method of connecting moving contacts 
together, relays can be made single pole, 
double break; double pole, single break; 
or single pole, single break, double 
throw. Unit is rated to carry and break 
20 amp. at 110 volts, a.c., non-inductive 
load. Relay can be furnished for vari- 
ous voltages a.c. or d.c. Equipped with 
shunt coil or series; coil consuming ap- 
proximately 8 watts. Rated for con- 
tinuous duty. 
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Radio Replacement Control 
Yaxley Manufacturing Co., Division 
of P. R. Mallory & Co., Indianapolis, 
Ind., announces an RP type replacement 
control made on the “H” type base. 





Control contains a Yaxley built-in, a.c. 
switch and when switch is not desired 
a screw is removed cutting out a.c. 
switch. Shaft is 2 in. from base to con- 
trol and can be cut off to proper length 
for different makes of receiving sets, 
and is provided with one side flat for 
mounting knobs securely. Bushing 
length is % in. from base to control. 








Pressure Lug 


Burndy Engineering Co., Inc., New 
York City, announces a pressure lug, 
which the manufacturer claims reduces 
the installation tools to only a wrench. 
This lug is of the clamp type. 





Meter Test Block 


A plug-in meter test block permitting 
easy connection and removal of meter 
has recently been introduced by the 
Switch and Panel Division, Square D 
Company, Detroit, Mich., which does 





away with meter loops and cross-overs 
in meter connections. All cross-overs 
are provided in base of new block and 
meter terminal connections slide down 
over semi-rigid connectors. Block is 
built in indoor and outdoor meter 
cabinets. 
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for 


FREE 
SAMPLE 


Write to 


THE RATTAN 
MFG. CO. 


New Haven, Conn. 


The MARR 


Only insulated wire 
connector with brass 











binding screw General Sales Agents 
contact HATHEWAY & CO. 

Me 220 Church &t., 

Approved New York City 




















FLooRBOXES 


ORDER 
99 


CARRIED IN STOCK SOs 


BY OVER 300 DISTRIBUTORS 


Fullman Manufacturing Co. 
LATROBE. PA 














“MEASURE MARKED’* 
NON-METALLIC FLEXIBLE 
CONDUIT 
“MEASURE MARKED" 

“sxX’’ NON-METALLIC 
SHEATHED CABLE 


METALLIC FLEXIBLE CONDUIT 
“AX'’ ARMORED CONDUCTOR 





STOCKED BY LEADING JOBBERS 

















handled by the supply company in all | 


its branches. 

Mr. Adams formerly held the same 
title in the merchandising department 
of the Westinghouse Electric & Mfg. 
Co., Mansfield, Ohio. Since last June 
he has been located at the New York 
office, devoting his time to Westing- 
house merchandising products ex- 
clusively. 





CHARLES E. PATTERSON 

Charles Edward Patterson, former 
vice president of General Electric 
Company and president of the Gen- 
eral Electric Supply Corp., who re- 
tired from active business a few 
years ago, died at St. Petersburg, 
Fla., February 12 after an illness of 
several months. 

Mr. Patterson became associated 
with General Electric Co. in 1909 
and in 1913 was elected comptroller. 
He was elected a vice president of 
the company in 1920. 





Catalog No. 5 covering reflectors, 
fittings and lighting units for indus- 
trial and commercial requirements 
has been published by Quadrangle 
Mfg. Co., Chicago, Ill. INuminating 
data, illustrations of the different 
units, dimensions and price-lists are 
contained in this catalog. 





Yaxley Manufacturing Co., Divi- 
sion of P. R. Mallory & Co., India- 
napolis, Ind., has published a radio 
electrical replacement and general 
parts catalog, which contains a re- 
placement manual, installation dia- 
grams, ratings, dimensions and prices. 





Colt’s Patent Fire Arms Mfg. Co., 
Hartford, Conn., announces the ap- 
pointment of H. B. Squires Com- 
pany, 1277 Howard St., San Fran- 
cisco, Calif., as its Pacific Coast sell- 
ing representative, with adequate 
stocks maintained in San Francisco, 
Los Angeles and Seattle. 








Classified Advertising 











Showroom For Rent: Electrical con- 
tractor has beautiful and spacious show- 
room for rent. Three large windows and 
located in the heart of Radio City. Would 
prefer a manufacturer but not essential. 
Showroom is equipped with alternating and 
direct current. Showroom and office fur- 
niture included. Box 333, Electrical Con- 
srastiog, 520 No. Michigan Ave., Chicago, 
inois. 











BURNDY 





7 


AGENTS 
IN 20 
PRINCIPAL 
CITIES 


No solder, flux or flame. Can- 
not vibrate loose. Lower heating values 
than soldered lug. Installed in a min- 
ute with only a wrench. Sizes from 


No. 14 to 2,000,000 cm. 
Write to 


BURNDY 


10 EAST 430 STREET - NEW YORK 


MINERALLAC 


PRODUCTS 


RO 























1. 2. 
HANCERS FOR CABLES & CONDUITS 


Easily the best for quick, low-cost 
installation work. Send for full details 
and costs. 





41 Hanger without Pore 
celain Bushing. 
Spring steel; stronger, 
quicker, more compact- 
ly arranged. 


2 Hanger attached to 
steel beam with bolt 
and nut. 


3 Jifty Clip—quicker, 
neater work at less 
cost. 


 & 


y Nenry Joint or Pot- 
head Compound—8 


grades for every sys- 
tem, underground or 
ov 








MINERALLAC ELECTRIC CO. 
25 North Peoria Street, Chicago, lll 
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5 PROFITS 


from 


YOUR NEIGHBORS 


Smart merchants know the advertising value 
of lighted windows. 
A TRIPLEX TIME SWITCH will regularly con- 


trol lighting on any desired daily or weekly 
schedule. 





THE TRIPLEX TIME SWITCH 
HIGH IN QUALITY 


Waltham self-starting synchronous motor Mer- 
coid snap action switch mechanism with Mer- 
coid tubes. 


LOW IN PRICE 
FROM $22.00 LIST UP 





A simple flasher that will more than double 
the effectiveness of the sign and pay for itself 
in a few weeks (saves over 40% in cost of 
electric current). 
Distributed by the Graybar Electric Co., and 
other electrical wholesalers. 


Write for Bulletin No. 34C and No. 35C 


TRIPLEX PRODUCTS 


Chanin Bldg. New York, N. Y. 
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Gs / BLACK ENAMELED 


ELECTRO GALVANIZED 
HOT DIPPED GALVANIZED 


S$ TOWN 
- aU ogg = CONDUIT 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 
GENERAL OFFICES, - p01), [ch-yee) i. Me) ite 
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G-E WHITE RIGID CONDUIT - 
made by GENERAL ELECTRIC 


EASY BENDING - 


GLYPTAL COATED 
: Inside and Out 


HOT-DIPPED GALVANIZED 
_ Inside and Out 


CLEAN DEEP THREADS 


For further information see nearest G-E Merchandise Distributor, or ¥ 
to Sec. C-203, Merchandise Dept., General Electric Co., Bridgeport, ;. 


GENERAL ELECTRIC 


MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY. BRIDGEPORT, CONNECTICUT 
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